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i for yourself and 
your friends in the annual 
convention pictorial section 
which is a special feature 
of this issue of The Feed 
Bag. All photographs used 
were taken during June at 
feed trade conventions held 
at Lake George, Cleveland, 
Fort Wayne, French Lick 
Springs and Milwaukee. 
Spirit of the conventions 
was conservatively optimis- 
tic with considerably better 
business expected before 
the end of the year. 
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INTRODUCTORY 
OFFER THAT SAVES YOU 
$10.00 


Our introductory offer of last 
month received such enthusiastic re- 
sponse we have decided to extend it 
through July in order to secure more 
volume sales of this efficient sep- 
arator. 

So, during July we are offering a 
special discount of $10.00 on the pur- 
chase of a Stearns Type B Magnetic 
Separator. This is a special offer 
good only for this limited time and 
made possible because we were able 
to build Type B’s in volume and at 
low cost as a result of last month’s 
demand for this unit. 

PROVIDES AUTOMATIC, POSITIVE 

PROTECTION AGAINST TRAMP 


IRON AND BROKEN SCREENS 
. AT LOW COST. 


At less cost than ever before you 
can be sure of positive, automatic 
protection against tramp iron and its 
dangers—broken screens, damaged 
machines, dust explosion, impure fin- 
ished product. 


STEARNS TYPE B SEPARATORS 
OPERATE ON “A.C.’? CURRENT 


No generator is required for 
Stearns Type B Magnetic Separators. 


Type B Stearns Magnetic 
Separator. Simple, com- 
pact and fully automatic. 
Requires no D. C. Genera- 
tor; simply plug in any 
handy A. C. outlet. Oper- 
ates on trap principle. All 
metal construction. In- 
stallation in feed table. 
Low cost for use inall flour 
and feed mills. 


"630 28th St) Milwaukee, Wis. 
Please send me complete information on your special introductory offer 
this month and facts on Type arator. 


Magnetic Separators require direct 
current for operation and where D. C. 
is not available special generators 
are needed to convert A. C. An out- 
standing feature of Stearns Type B 
Separators is that they may be in- 
stalled without generators, if only 
A. C. is available. A special unit de- 
veloped by Magnetic Mfg. Co. en- 
gineers makes it possible to simply 
plug Stearns Type B Separators into 
any handy A. C. outlet. The expense 
of motor generator sets, sometimes 
costing several hundred dollars, is 
entirely eliminated. This remarkable 
feature is exclusive to Stearns Type 
B Separators and was developed and 
perfected by Stearns’ engineers. 


DECIDE TODAY TO INVESTIGATE 


You need the positive, automatic 
protection of a Type B Magnetic 
Separator. You cannot afford to be 
without this all-important protection 
—now offered you at very low cost. 
Act at once to take advantage of this 
special introductory offer which 
saves you $10.00. Write or return 
the coupon today for complete de- 
tails on this liberal, money-saving 
proposition. 


MAGNETIC SEPARATORS 


“30 YEARS’ 
EXPERIENCE” 
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Buy where you set 
SERVICE 


Or” from a COMPLETE stock of mill and elevator supplies 
can you expect to get prompt and efficient service—just what 
you want without delay. 


That’s the type of service STRONG-SCOTT gives. Our stocks of 
supplies, equipment and replacement parts are unequalled for 
completeness— everything you need, ready for immediate ship- 
ment. Use this quick, dependable service. 


SUPERIOR § 1D. P. CUPS 


INCREASE ELEVATOR CAPACITY 


Without changing anything but the cups, you can increase your elevator 
capacity 20%. Superior D. P. Cups can be placed closer on the belt. 
They discharge perfectly. We carry complete stocks. 


W. C. Stephen, Rep. Box 85, Eau Claire, Wis. 


Everything Jor Every Mill and Eleva tor 
‘She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
financial responsibility and established business in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don't forget to boost The Feed Bag. 


More Than FEED 


the FEED BUSINESS TODAY 


Besides GOOD FEEDS what should you 


expect from a Feed Manufacturer? 


OMETHING that you can’t get out of a bag—something that can’t be 
bought and sold like merchandise—is a vitally important part of every 
worthwhile feed dealer franchise today. If you want to build a more 

profitable feed business ask yourself these questions: 


Are you getting the help of re-sale men who under- 
stand the feeder’s problems and can give him real as- 
sistance? 


Are you getting the benefits of a complete, well-round- 
ed educational service on feeds, feeding and merchandis- 
ing—from authorities of nation-wide recognition? 


Isn’t it to your advantage to handle a complete line 
of feeds obtained from one manufacturer—and made 
under the supervision of the industry’s outstanding 
nutritional staff? 


Won’t you sell more feed if you hook up 
with a feed manufacturer who has built up 
a reputation in the industry for effective 
advertising that does a real job for every 
individual dealer? 


Allied Mills does a big-volume national feed business—but never overlooks 
the fact that its business is in reality a personal service business that thrives 
only by serving well each individual dealer—and each individual user of 


Wayne Feeds. 


ALLIED MILLS, Inc. 


Service Dept. A-7 Fort Wayne, Ind. 


MILLS A BUFFALO, N. Y. FORT WAYNE, IND. PEORIA, ILL. 
EAST ST. LOUIS, ILL. OWENSBORO, KY. OMAHA, NEBR. 
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ARCADY 
@FARMS 
MILLING 
co. » » » 


BANG! 


Not only for the glorious 4th but be- 
cause as this is written the Hoover 
Moratorium Plan is causing a REAL 
BOOM in values of many commodi- 
ties. kK kK kK kK Kk 


The whole upset world can't be righted 
all at once but this looks to us like a 
big start which by fall will bring more 


normal times to OUR LINE OF BUSI- 
NESS and to many others. 


HERE’S HOPING! 


BANG! 


@ A RCADY FARMS 


MILLING COMPANY 


Chicago, Illinois 


Kansas City, Missouri 
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Aggressive Dealers Can Make Money 


In Spite of Depression 
Business Getting Sales Methods Explained 


HEN a horse balks, the balk is 

in his head, not in his legs. 

He moves on when he thinks 
he will. 

Many of us are wondering whether 
or not agriculture is dead. Some of us 
think it is and have given up trying to 
sell the farmer. Let’s quit theorizing 
and get down to business. 

When we are ill we go to see a doc- 
tor. He prescribes a remedy for our 
ailment and tells us what to to. But 
the actual treatment is conducted by 
ourselves. Likewise when our business 
is sick we can listen to others who will 
tell us what to use to cure it. But the 
treatment and restoration to health 
must come from ourselves. 


How to Cure Business 

What must the retail feed dealer do 
to keep his business in good health? 
(1.) He must realize the potential pos- 
sibilities of his territory. (2.) He must 
overcome pessimism and the lack of 
confidence in the feed business and in 
agriculture. (3.) He must be more ag- 
gressive than ever in his merchandis- 
ing efforts. (4.) He must thoroughly 
understand modern retail distribution. 

Every dealer should know the busi- 
ness possibilities that exist in his trade 
territory. These can be learned by tak- 
ing a count of the farmers residing in 
the section served by him and the acres 
of land which they own. The number 
of cows, chickens, hogs, horses, and 
other farm animals should also be de- 
termined. When all this is known, the 
dealer can plan his selling program 
and set a quota for his sales. At the 
end of the year he will be surprised to 
learn how much new business he had 
heretofore overlooked. 

There’s a Silver Lining 

If the dealer will stop to analyze the 
real agricultural situation he will find 
that it is not as hopeless as he believes. 
Statistics show that there are less eggs 
in cold storage at the present time than 
for many years past. In fact, the num- 
ber is far below the five year average. 
Prices are bound to go up in the near 
future. Feed prices are also lower than 


By A. G. Philips 


they have been for a long time. By 


careful feeding the farmer can still make 
a good profit, although the price of his 
products has dropped to discouraging 
dealer 


levels. The 


should acquaint 


A. G. Philips 


Mr. Philips, sales manager Allied Mills, 
Inc., Chicago, delivered the accompanying 
address at the recent Indiana Grain Dealers 
association convention. ? 


himself with these economic facts and 
talk intelligently about them to his cus- 
tomers. 

Service in business should be stressed 
now more than ever before. The dealer 
and the farmer may be represented by 
two parallel and vertical lines. Stand- 
ing alone, they never meet and represent 
nothing. But tie these two lines to- 
gether with the letter “S” which stands 
for service and you will have the 
dollar sign. Service means dollars. 

Business still exists but it is harder 
to get. The dealer should go after it 
with more determination than ever be- 
fore. I know dealers who have obtained 
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more business and made greater profits 
for the first six months in 1931 than 
they did in 1930. These dealers in- 
tensified their selling efforts instead of 
stalling around and kicking about hard 
times. They increased their advertis- 
ing, put salesmen on the road, improved 
their service and solicited every pos- 
sible source of trade. And they made 
good. 

I know other dealers who are prac- 
tically at a standstill. They remind me 
of the darky who was asked if his 
hound was ill because he persisted in 
keeping up such a perpetual howl. The 
negro replied that there was nothing 
the matter with the dog; he was sitting 
on a thistle and was too lazy to get 
off. This is the sad but true story of 
many dealers. The thistle is the de- 
pression. If we-want to keep from get- 
ting pricked by it we must get up and 
keep moving and working. 

Every dealer should know his feeders’ 
problems. He should be able to offer 
them valuable advice and help them 
make more money with his feeds. 
Whenever a complaint is received from 
a customer it should be handled as soon 
as possible and settled with satisfac- 
tion to the patron. Unanswered, side- 
stepped complaints mean lost customers 
—lost business. It takes diplomacy to 
run a business and make money. 

Keep Set of Books 

Every feed store should have a good 
bookkeeping system. It will tell the 
owner how he stands, and reveal to 
him the weak spots in his business. 

There are other questions which a 
dealer should ask himself: Am I mod- 
ern? Do I sell my feeds on a low 
margin or am I'maintaining my former 
spread which is way out of line with 
the times? Do I have a sufficient 
amount of stock on hand to serve all 
of the needs of my territory? Is my 
store attractive and neat? Is my ware- 
house tidy? Is it a place to which cus- 
tomers desire to come and do they feel 
that the feeds in it are clean and fresh? 
Have I a bulletin board on which I 
can list my prices and write announce- 
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ments of “for sale” items for my cus- 


tomers? Am I actually a merchandiser 
or do I just take orders? 

Eighty-five per cent of the success 
of a business depends on the man who 
owns it. The remainder can be traced 
to inventory, sales, expenses and the 
margin of profit. It is a good plan to 
keep the ratio between sales and ex- 
penses at ten to. one. In other 
words, for every $10.00 worth of sales 
there should be $1.00 in expenses. 

Conditions are constantly changing. 
The alert dealer will shift with them. 
The success of a football team is de- 
termined on how well it can shift and 
direct its defensive attack to stop the 
enemy's offensive. Dealers must also 
change their methods and shift their 


plans to 
business. 

It is most profitable to sell feeds on 
a cash basis. At least some _ well- 
planned credit policy should be adopted 
if sales are not entirely for cash. One 
line of feeds should be selected. The 
dealer should push it, love it and live 
with it. It is advisable to charge for 
trucking service in delivering feed to 
farmers. This service costs money and 
worthwhile patrons will not object to 
paying for the convenience. 

There’s a real battle ahead for the 
retail feed dealer. But the alert, ag- 
gressive men will find a way to win. 
For after all, it isn’t the size of the dog 
in the fight, but the size of the fight 
in the dog. 


meet changing obstacles in 


We Advertised 
the First Car Sold 


The first car of Pilot Brand sold to a jobber 
was advertised some twelve years ago. 


Pilot Brand has been consistently advertised 


ever since. 


It wasn’t long until Pilot Brand had national 
distribution and national advertising. 


That first car contained the best Crushed 
Oyster Shell that had ever been sold. 


Determination to keep Pilot Brand the best 
in quality and to tell the poultry feeder 
about it put Pilot Brand into leadership and 


kept it there. 


CHICK SIZE 
PACKAGE 


Our small package proposition 
is attractive. We will gladly let 
you have it on request. 


HEN SIZE 
PACKAGE 


OYSTER SHELL PRODUCTS CORPORATION 


One Broadway, New York 


Shell Building, St. Louis, Mo. 
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Wisconsin Portable Bill 
Indefinitely Postponed 


By a close vote of 17 to 16 the Wis- 
consin senate indefinitely postponed 
Bill 781-A which would have compelled 
portable feed mills to pay a license fee 
in each village, city or township in 
which they operated. 

After its recent engrossment by the 
assembly the measure was submitted to 
the attorney general’s office. Previous 


to its introduction to the senate the 
attorney general handed down an 


opinion declaring that the bill if passed 
would be unconstitutional. It is be- 
lieved that the decision was based on 
the methods described in the bill where- 
by the license fees were to be collected. 

The measure was staunchly supported 
by the retail feed industry and the nar- 
row margin by which it was indefinitely 
postponed indicated the effort made to 
have it passed. Meanwhile, the indus- 
try continues its fight against portable 
mill competition. 

The Feed Bag has received several 
reports of fires started by portable ham- 
mer mills but has been unable to obtain 
proof to substantiate any of these re- 
ports. If any readers of The Feed Bag 
actually know of fires which have been 
started by portable hammer mills and 
have or can obtain proof of the origin 
of such fires, we would appreciate hav- 
ing all facts sent to the office of The 
Feed Bag. 

While we have no proof of fires hav- 
ing been started by portable feed grind- 
ers, many insurance men are of the 
opinion that they are a fire hazard not 


usually contemplated on farms which 
seems natural inasmuch as insurance 
rates charged feed dealers. operating 


grinders are considerably higher than 
rates charged on farm buildings. 

Many companies which have or will 
consider some provisions for their poli- 
cies to take care of any hazard which 
may come from the operation of port- 
able grinders on farms which they are 
insuring, according to their secretaries, 
are the McMillan Grange Mill Insur- 
ance Co., Franklin Farmers Mutual In- 
surance Co., German Farmers Fire In- 
surance Co., Farmers Mutual Fire In- 
surance Co. of Harmony, Mutual Town 
Insurance Co. of Lima and Johnston, 
and the La Crosse County Scandinavian 
Town Mutual Fire Insurance Co. 

The Bubolz Mutual Fire Insurance 
Co., Seymour, Wis., reports that in- 
surance under its policies is suspended 
while portable feed grinders are in use 
on any farm and 10 hours 
atter. 


for there- 


SAFE FOILS BURGLARS 
The safe blowing burglars who con- 
tinue to seek riches by haunting the 
milling industry in Buffalo and vicinity, 
made an unsuccessful raid on the offices 
of the Cooperative G. L. F. mill at 
Titusville, Pa., recently. They found 
the strong box defied their efforts and 
gave it up as a bad job after a night’s 

work, morning evidence revealed. 


ILA 


Indiana 
Score 
Board at 


Dealers 


Farm 
Summer 


Convention 


OOSIER grain and feed men 

gathered more than 200 strong 

for the mid-summer meeting 
held by the Indiana Grain Dealers as- 
sociation at the Chamber of Commerce 
building, Fort Wayne, June 15 and 16, 
and blamed the federal farm board for 
the present depressed business condi- 
tions. They loudly applauded the speak- 
ers on the program who denounced the 
agricultural marketing act as a futile, 
socialistic experiment, adopted a resolu- 
tion for its repeal and plainly mani- 
fested their scorn of the government’s 
interference with private business. 

But beneath the surface of discontent 
with the farm board’s futile activities 
was an evident current of optimism and 
confidence in their own ability to take 
over the marketing problems and re- 
store the country’s grain and feed busi- 
ness to its normal, prosperous cycle. 

Ideal June weather attracted an un- 
usually large attendance. The conven- 
tion was opened with community sing- 
ing, directed by A. G. “Chick” Philips, 
sales manager, Allied Mills, Inc., Chi- 
cago, and formerly of Fort Wayne. 

Given Optimistic Welcome 

J. B. Wiles, manager and industrial 
commissioner, Fort Wayne, in his ad- 
dress of welcome, presented an optimis- 
tic view of economic conditions. He 
declared that every man must go back 
to his business and study it more care- 
fully than he ever did before with a 
feeling of confidence that American in- 
itiative always has and will bring us 
through. 

Another address of welcome on be- 
half of the hosts to the dealers, was 
given by Maurice C. Niezer, Fort 
Wayne. He reviewed the growth of 
the association since it was founded in 
1902 when he served as_ temporary 
.chairman, and invited the delegates to 
visit the many historic spots in the 
city. G. A. Pritchard, Fortville, Ind., 
responded to the addresses of welcome. 

Portable feed mill competition was 
discussed by Charles S. Clark, editor 
Grain and Feed Journals Consolidated, 
Chicago, in the opening address. He 
told about the attempts made in vari- 
ous states to legislate the portable out 
of business and declared that the spread 
of these machines was not the result 
of public demand but of nigh pressure 
selling on the part of the manufacturer. 

The morning session was concluded 
with an inspiring and practical address 
entitled “Success or Failure in the Re- 
tail Feed Business,” given by A. G. 


Philips. It is published in full else- 
where in this issue of The Feed Bag. 
Following luncheon the Hoosier deal- 
ers made an inspection tour of the Al- 
lied Mills, Inc., and the Mayflower 
Mills plant, where they observed the 
modern processes of manufacturing 
feed and flour. After the sightseeing 
tour the golfers adjourned to the Fort 
Wayne Country club, while others en- 
tered a horseshoe pitching contest. 

It was an ideal afternoon for outdoor 
sports. The prize in the golf tourna- 
ment for low gross was won by E. F. 
Winslow, Winslow-Evans Co., Indian- 
apolis.s He was awarded two wood 
clubs. Harry Dinius, Harry Dinius & 
Sons, Roanoke, won first prize for low 
net score and received a leather travel- 
ing bag. Mr. Dinius played in the four- 
some with the writer who will vouch 
for the excellence of his game. High 
total score of 140 was won by Avon 
Burke, Burke & Sons, Decatur, who 
received a golf sweater and a pair of 
hose. All of the prizes were furnished 
by Sam Kraus, Fort Wayne. 

Walter Moore, Covington Grain Co., 
Covington, received high honors in the 
horseshoe pitching contest, while O. L. 
3arr, O. L. Barr Grain Co., Bicknell, 
president of the association, won second 
place. Each of the winners received a 
pair of horseshoes. 

Banquet Gay Affair 

Amid the popping of balloons and the 
shrilling of wooden whistles, the deal- 
ers and their wives and friends assem- 
bled for the evening banquet and en- 
tertainment. Various groups of tables 
were pitted against each other in a 
community singing program to deter- 
mine which could produce the best har- 
mony. This feature of the evening cre- 
ated much fun and laughter. Mr. Phil- 
ips directed the singing and was toast- 
master of the evening. Among other 
features of the program were several 
harmonica solos, a one-act playlet, sing- 
ing by the Pennsylvania Rainbow quar- 
tet, and an exhibition of amazing magic. 
Prizes were formally presented to the 
golf tournament and horseshoe contest 
winners. 

The following morning’s session was 
opened with community singing which 
was followed by a discussion of the 
soybean situation by Prof. K. E. 
son, extension agronomist, Lafayette. 
Professor Beeson pointed out the value 
of soybeans as a protein feed and cited 
several rations in which it could be used 
effectively. 
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O. L. Barr 


Mr. Barr, O. L. Barr Grain Co., Bicknell, 
is president of the Indiana Grain Dealers 
association. He operates a successful feed 
business. 

Herbert C. Watson, Tipton, interna- 
tional corn king, who was scheduled to 
speak, was unable to be present because 
of illness, and therefore a general dis- 
cussion on corn was held by the deal- 
ers. 

George J. Sauerman, Crown Point, 
the international hay king, told the dele- 
gates how he produces prize winning 
crops and represented the farmers at 
the convention. 

A plea for the preservation of rail- 
roads against motor vehicle transporta- 
tion competition was made by C. D. 
Morris, assistant chairman, western 
railways committee on public relations, 
Chicago. He denounced government in- 
terference in business. 

Raps Wheat Pool 

In a discussion held on the Indiana 
wheat pool, W. M. Moore, Covington, 
branded this plan of marketing as a 
legalized hijacking scheme in the grain 
business. He advised farmers and ele- 
vator owners to keep their names off 
the contracts submitted by the pool and 
added that it was a promotional scheme 
fostered for the benefit of the promoters 
and payrollers. 

The concluding session of the con- 
vention was opened with a scathing 
talk against the practices of the federal 
farm board by R. I. Mansfield, Bart- 
lett-Frazier Co., Chicago. Mr. Mans- 
field flayed the agricultural marketing 
act as an outright example of socialism. 
At the conclusion of his talk the dealers 
applauded loudly and gave him a rising 
vote of thanks. 

Mark W. Pickell, editor, LaSalle 
Street Herald, Chicago, in an address 
which followed, urged the Indiana deal- 
ers to cooperate in getting the govern- 
ment out of private business. 

Entertainment for ladies was pro- 
vided during the convention. Features 
of the program were a bridge party and 
style show at one of the Fort Wavne 
department stores. Winners of bridge 
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prizes were Mesdames Maurice C. Nie- 
zer, Fort Wayne; Walter Moore, Cov- 
ington; Avon Burke, Decatur; Lloyd R. 
Rumsyre, South Whitley; E. K. So- 
wash, Crown Point, and Charles Gery, 
Darlington. 

The convention was concluded with a 
brief business discussion. Officers will 
be elected at the annual winter meeting 
of the association. The present official 
staff includes O. L. Barr, Bicknell, pres- 
ident; D. P. Simison, Romney, vice- 
president; R. B. McConnel, Indianapo- 
lis, treasurer, and Fred K. Sale, Indian- 
apolis, secretary. 


HILL & APLIN, Deusman, Wis., 
have dissolved partnership. Mr. Hill pur- 
chased Mr. Aplin’s interest in the busi- 
ness which in the future will be oper- 
ated under his name. 


Feed Merchandising Council 
Announces Program 


LANS to proceed with the work 

of the National Feed Merchandis- 

ing council are announced by C. 
P. Clark, Quaker Oats Co., Chicago, 
chairman of the council’s special com- 
mittee. 

More than 200 manufacturers have 
accepted the plan to date. It has also 
been endorsed by five retail associations 
as well as several farm cooperative or- 
ganizations. 

The tentative program scheduled by 
the merchandising council for the forth- 
coming year includes the holding of 
two general meetings and a series of 


Day ts Done- 


Wuen the day’s last little job is done and the 
evening's cool quiets the whole of the countryside 
«-.then comes a choice time to pause where you 
are and do some thinking. About the things that 
have happened and the things that might happen. 
The family ...the crops... the chickens... the hogs. 
The man who thinks over the whole of his job 
as a farmer, always comes to the question of feed 
for his stock and chickens. What has been done. 
What might be done. The job that feed will dois 
always changing. Consider what has happened 
since Purina Chows appeared 36 years ago. Pul- 
lets laying dozens instead of half dozens. Cows 
* milking gallons instead of quarts. Steers putting 
on pounds instead of ounces. Pork to market in 6 
months instead of 12 months. Feed has had much to 
do with this change. Purina Chows have done their 
share. Because Purina’s busy experiment farm, 
day-and-night laboratories, and humming mills 
have just this one job to do...putting in every 
Checkerboard bagful more and more of the things 
thatcome fromfeed...eggs...milk...pork...beef. 
If, after today’s last little job is done, you pause 
to think things over, think of Purina Chows when 
you think of feeds. Think of what they can do for 
your stock...your chickens...your family.. 
yourself. Purina Chows has already told its story 
to many in your neighborhood. Purina Mills, 923 
Checkerboard Square, Saint Louis, Missouri. 


MAKERS OF 
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regional conferences under the direction 
of chairmen who have been appointed 
to serve in various districts. 

“One of the major problems of busi- 
ness,” said Mr. Clark in his announce- 
ment, “is the elimination of waste in 
distribution and merchandising and the 
obtaining of an efficiency in distribu- 
tion, approximating that which produc- 
tion has already attained. During the 
past few months this thought has been 
voiced frequently by many of the out- 
standing business leaders in the coun- 
try. The plan sponsored by the Na- 
tional Feed Merchandising council suc- 
cessfully withstood several severe tests 
last year and saved feeders, distributors 
and feed manufacturers millions of dol- 
lars. This warrants continued and ag- 
gressive action.” 

Want Plan Continued 

A meeting of the manufacturers of 
commercial mixed feeds was held June 
6 in conjunction with the American 
Feed Manufacturers association conven- 
tion at French Lick, Ind., for the pur- 
pose of reviewing the work done by 
the special committee in connection 
with the developments and operations 
of the plan. Enthusiasm for the move- 
ment and a desire to continue and ex- 
pand its application, were expressed by 
those who attended. 

Mr. Clark in his report given at the 
meeting commended the manufacturers 
for their response to the regional meet- 
ings held during the past few months 
in various sections of the country and 
recommended the holding of more fre- 
quent gatherings of this nature. 

A vote of thanks was extended at the 
meeting to C. W. Foust, vice president, 
Erwin Wasey & Co., Chicago, for the 
work which he did for the committee 
in writing, publishing and distributing 
the pamphlet, “A New Era in the Feed 
Industry,” which explains the merchan- 
dising plan in detail. 

Committee Members 

Members appointed to serve on the 
special committee with Mr. Clark are 
A. B. Conkey, G. E. Conkey Co., Cleve- 
land; C. C. Lewis, Park & Pollard Co., 
Buffalo; L. I. Riford, Beacon Milling , 
Co., Cayuga, N. Y.; F. J. Ludwig, C. 
M. Cox Co., Boston, Mass.; J. N. Kel- 
ler, Pratt Food Co., Philadelphia; L. 
C. Lord, Early & Daniel Co., Cincin- 
nati; E. Drescher, Alfocorn Milling Co., 
St. Louis, Mo.; L. J. Walsh, Washburn 
Crosby Co., Kansas City, Mo.; H. 
Cochrane, H. K. Cochrane Co., Little 
Rock, Ark.; G. Fretwell, Spartan Grain 
& Milling Co., Spartanburg, S. C.; C. 
N. Barrett, Northrup, King & Co., Min- 
neapolis; F. Udell, Purina Mills, 
Denver, Colo.; L. R. Hawley, Quaker 
Oats Co., Memphis, Tenn.; M. M. 
Nowak, Nowak Milling) Corp., Ham- 
mond, Ind., and O. E. M. Keller, Chi- 
cago. 
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Feed Merchandising Plan Endorsed 
By Ohio Association 


Cleveland Meeting Attracts 200 Dealers 


HE plan of selling feeds on a 

uniform contract basis with the 

elimination of long time book- 
ings and guarantee against price de- 
cline as sponsored by the National Feed 
Merchandising council, was endorsed in 
the form of a resolution by the Ohio 
Grain, Mill & Feed Dealers associa- 
tion, at the 52nd annual convention held 
at the Cleveland hotel, Cleveland, Juna 
17 and 18. Approximately 200 persons 
attended the meeting. 

Increasing interest in the selling of 
feeds was manifested by the dealers and 
much of the discussion during the con- 
vention sessions was related to this sub- 
ject. If any of the delegates were af- 
flicted with the depression blues they 
evidently left them at home with the 
warehouse cat, for the general keynote 
of the convention was a dominant spir- 
it of optimism and confidence in an 
early business revival. 

Officers Are Reelected 

All of the officers of the association 
were reelected at the closing session of 
the meeting. They are O. Perry Hall, 
Greenville Feed Co., Greenville, presi- 
dent; L. B. Miller, Anstead & Burke 
Co., Springfield, first vice president; F. 
C. Bowes, Kasco Mills, Inc., Toledo, 
second vice president, and W. W. Cum- 
mings, J. F. Zahm & Co., Toledo, sec- 
retary and treasurer. 

In the absence of J. D. Marshall, 
mayor of Cleveland, Ernest Bohn, chair- 
man public utilities committee of the 
Cleveland council, welcomed the deal- 
ers to the city. A cordial welcome was 
also extended by Fred E. Watkins, pres- 
ident, Cleveland Hay & Grain Ex- 
change. 

O. P. Hall, in his address which fol- 
lowed, predicted a prosperous future for 
grain and feed and mill men. 

“The question uppermost in the 
minds of all of us,” he said, “is about 
the future of the grain mill and feed 
business. When things run smoothly 
we imagine that it will be thus always. 
It is also true that when difficulties 
and obstacles surround us, they seem 
never ending. 

Industry Proved Value 

“We have been a target for everyone 
seeking a cure for agricultural ills. Cer- 
tainly we have demonstrated that we 
perform a useful service, because in the 
face of all the onslaughts we still sur- 
vive. We have confidence in our own 
business and are proud to be engaged 
in it. The high purpose which has 
carried us through all of our trials and 
tribulations does not destine us for the 
scrap head. There is today a greater 
appreciation in the minds of the public 
for the grain men, the miller and those 


Editor’s Note: Pictures of the Ohio 

convention at Cleveland are published 

in the special Roto-Pictorial section 

appearing in this issue of The Feed 

Bag. 
engaged in the feed business.” 

W. W. Cummings, secretary, in his 
annual report substantiated Mr. Hall’s 
belief in an improved future and re- 
viewed the work of the association dur- 
ing the past year. He reported that 
24 new members had been obtained 
since the 1930 convention. 

Charles Quinn, secretary, Grain & 
Feed Dealers National association, 
opened the afternoon session with a 
discussion of price pegging as practiced 
by the government. He hinted that 
congress would soon be requested to 
investigate the federal farm board and 
its activities and that some tangible re- 
sults might be expected from this pro- 
cedure. 

Mr. Quinn’s talk was followed by an 
explanation of the adjustments neces- 
sary to meet changing business condi- 
tions, by Harold Anderson, president, 
National Milling Co., Toledo. 

Business Hasn’t Changed 

“Fundamentally,” Mr. Anderson de- 
clared, “business hasn’t changed. There 
are still three essentials necessary for 
success. They are (1) good selling; 
(2) good producing; (3) good purchas- 
ing. The first principle of good selling 
is 100 per cent contact with the buyer. 
Economy in production can be obtained 
by determining what is to be attained 
and then shooting at that goal with 
everything you've got.” 

Mr. Anderson concluded his talk by 
telling the dealers that it was futile to 
worry and that best results can be ob- 
tained by attending closely to one’s own 
knitting and remaining so busy that 
there is no time to ponder over troubles. 

In the absence of his father, Charles 
S. Clark, editor, Grain & Feed Jour- 
nals Consolidated, Chicago, Dean Clark 
discussed the recovery of draft proceeds 
from defunct banks. 

Advantages of belonging to_an orga- 
nization were pointed out by D. L. Gas- 
kill, Greenville, secretary, east central 
division, National Electric Light asso- 
ciation. Mr. Gaskill urged the dealers 


.to join their association if they were 


not already members and assured them 
that their investment would bring man- 
ifold returns. 
Farm Board Panned 

R. I. Mansfield, Bartlett-Frazier Co., 
Chicago, Ill., rapped the federal farm 
board in a brief talk which followed. 
He delivered a similar address before 
the Indiana Grain Dealers association 
at Fort Wayne on the previous day. 
Mark W. Pickell, Chicago, editor La- 
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Salle Street Herald, urged the Ohio 
dealers to cooperate in getting the 
government out of private business. He 
also delivered a similar address before 
the Indiana association. 

The remainder of the afternoon was 
spent on a sight seeing tour of Cleve- 
land’s Union Terminal building. One 
of the features of special interest to the 
dealers and their wives was the “Home 
in the Skies,” a modern residence, com- 
pletely furnished and constructed inside 
of the terminal building on one of the 
upper floors. Another feature was a 
visit to the top of the terminal tower 
from whence a birdseye view of the 
city and surrounding scenery was ob- 
tained. 

Hear Southern Songs 

In the evening the dealers and their 
wives and friends gathered in the Cham- 
ber of Commerce club rooms on the 
14th floor of the terminal building for 
the annual banquet. They sang to the 
accompaniment of music with Secretary 
“Bill”? Cummings directing. Following 
the dinner, the guests were entertained 
by a quartet which made a big hit sing- 
ing old time songs of the South. 

The following morning’s session was 
opened by H. F. Prue, federal grain 
department, Toledo, who discussed 
grain grading. He explained the work 
conducted by his department and point- 
ed out the importance of maintaining 
uniform standards. 

A surprise feature of the morning 
session was the appearance of Robert 
G. Bulkley, United States senator from 
Ohio, who gave a brief talk. Senator 
Bulkley called the operations of the 
federal farm board a failure and price 
pegging an “ill advised effort.” He 
declared that the federal government 
cannot by itself create prosperity, but 
the real solution will come from busi- 
ness men who will find the way out 
providing they are permitted to have 
free, open competition and are not re- 
strained by government regulation. 

Talks on Hedging 

K. S. Crittendon, counselor, The Ear- 
ly & Daniel Co., Cincinnati, in an ad- 
dress which followed, advised dealers 
to keep their speculation entirely sep- 
arate from hedging. He declared that 
hedging should be done according to 
fixed principles and that a “wishy- 
washy” attitude would soon plunge the 
trader into speculation. 

Varying trends in the feed industry 
were explained by F. C. Bowes, mana- 
ger, Kasco Mills, Inc., Toledo. Mr. 
Bowes’ address is published elsewhere 
in this issue of The Feed Bag. 

A. B. Conkey, G. E. Conkey Co., 
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J. L. BLISH and C. R. Jackson, 
Blish Milling Co., Seymour, Ind., at- 
tended the mid-summer meeting of the 
Indiana Grain Dealers association, held 
June 15 and 16 at Fort Wayne, Ind., 
in modern style. They flew to the city 
in an airplane. Mr. Blish is a great 
aviation enthusiast. 


STEVENSVILLE Grist Mill, Ste- 
vensville, Wis., owned and operated by 
Lloyd Levezow was completely des- 
troyed by fire of unknown origin on 
June 6. The loss of about $6,000 was 
only partially covered by insurance. 


RAYMOND RAMMING, Vincennes, 
Ind., manager of the Atlas Mills, has 
been appointed supervisor of wheat and 
feed stations for Igleheart Brothers, 
Evansville, Ind. J. C. Dodds will suc- 
ceed Mr. Ramming as manager of the 
Atlas Mills. 


If you believe that the foundation 
of dealer profits is feeder-satisfaction, 


then you should investig 
Circle Bee Line. 


Twelve 


Page 


._from CHICKS 
to CHECKS... 


Thousands of poultrymen know 
WHY it PAYS to feed from sacks 
bearing the well known Circle Bee 
trade-mark, which to them means 
the same as ‘“‘Sterling’”’ on silver. 


| 


STUMPED 
After reading the bit of poetry pub- 
lished in the June issue cf The Feed 
Bag which read “Your tractor runs on 
gasoline; your horses run on hay, but 
I can’t run my business on promises 
to pay,” a feed dealer sent it to a Swed- 
ish farmer whe owed him an account 
long past due. The farmer promptly 
replied with the following: 
“You ain’t bane such smart faller as 
other people say; 
By yee! I run mine business goot on 


promises to pay.” 


BIGGER 4 
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Stopping at third base adds no more 

to the score than striking out. 
* * * 
THE RIGHT IDEA 

Office Manager: “I’m afraid you're 
ignoring our efficiency system, Jones.” 

Jones: “Perhaps so, sir, but some- 
body has to get the work done.’’—Park 
& Pollard Scratch. 

* * * 
CORNHAY WEAKLY NEWS 

The whereabouts of Constable Bunks 
has been unknown since a flock of 
monkeys escaped from a circus which 
visited Cornhay last week. It is thought 
that he was captured by one of the cir- 
cus hands. 

The local 5 o’clock train was derailed 
here Sunday when it struck an auto- 
mobile driven by Belinda Boulder. Miss 
Boulder who weighs 246 pounds, was 
slightly bruised. 

Lem Jones, local feed dealer, is the 
owner of a 7-piece summer suit, Buz- 
zel’s bull dog having done the fashion- 
ing when he spied it hanging out on 
the line Friday afternoon. 

Pop Seefert was awarded first prize 
for a Hula-Hula dance at the Cornhay 
Fourth of July celebration. Somebody 
accidentally tossed a pack of firecrack- 
ers into his trousers. 

‘+ 
ONLY A SAMPLE 

Fond Father: “Didn’t you like that 
horseback ride on father’s knee, Bob- 
by?” 

Bobby: “Yeah, but I’d rather ride on 
a real donkey.” 

* * 
RIGHT COMBINATION 

Beautiful Blonde: “The Lord made 
us beautiful and dumb.” 

Boy Friend: “Is that so?” 

Blonde: “Yes, beautiful so they 
would love us, and dumb so we would 
love them.” 

HOPELESSLY STRANDED 

“What’s on your mind?” 

“Thoughts.” 

“Treat them kindly. 


strange place.” 


THE DIVIDING LINE 

A stranger addressed the farmer’s boy 
across the fence. 

“Young man, your corn looks kinda 
yellow.” 

“Yes, that’s the kind we planted.” 

“Don’t look as though you'll get more 
than half a crop.” 

“Don’t expect to. The landlord gets 
the other half.” 

“Boy, there isn’t much difference be- 
tween you and a fool.” 

“No sir,’ replied the boy, 
fence.”—Mealology. 


They’re in a 


“only the 
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Collection Plan Cuts Credit Losses 
To Half of One Per Cent 


Monroe Roller Mills Makes ’Em Pay 


By Emil J. Blacky 


ONROE ROLLER MILLS, 
Monroe, Wis., has lost only 
one-half of 1 per cent of its 

accounts receivable in bad debts since 

it started in business 13 years ago. This 

record was achieved mainly because T. 

R. Evenson, proprietor, has followed a 

stringent credit plan and has main- 

tained a persistent system in collections. 

With careful business management he 

has coordinated an effective merchan- 

dising program which has resulted in 

a steady gain of sales since the busi- 

ness was launched and which has en- 

abled the company to make money 
throughout the present depression. 
Investigate Before Trusting 

Each credit applicant’s ability to pay 
is carefully investigated before he is 
granted credit. Other merchants and 
the banks are consulted and if the risk 
is considered too great, 
Roller Mills politely but firmly tells the 
prospective buyer that he cannot be 
carried on the books. 

Credit is granted for a maximum of 
30 days only. If the customer does 
not pay shortly after this time, he re- 
ceives a gentle reminder. This is fol- 
lowed within a week by another, more 
urgent notice. If this fails to bring 
payment a third form is used. In nine 
cases out of ten it gets results. The 
form is mailed to the customer in a 
plain envelope. He does not know that 
it comes direct from the mill. Immedi- 
ately after the term of grace specified 
on the form, if the customer does not 
remit, the account is turned into the 
hands of an attorney who serves legal 
notice. 


Threats Carried Out 


Delinquent persons have learned to 
respect the credit reminders sent out 
by the Monroe Roller Mills because 
they have discovered that every warn- 
ing sounded in them is carried out to 
the letter. Customers against whom 
suit has been brought trade elsewhere 
for a time, but they come back and 
usually pay cash. Out of the entire 
amount of accounts receivable since 
1918 only one-half of 1 per cent re- 
main uncollected. 

Mr. Evenson came to Monroe from 
North Dakota where he retired from 
the grain business. He was impressed 
with the prosperous and’ progressive 
farming community and decided that he 
could develop a profitable feed trade. 
The flour mill then operated by Fred 
Dames was for sale and he purchased 
it. Commercial feeds were stocked and 
an aggressive sales campaign was 


the Monroe 


Monroe Roller Mills, shown in the upper picture, hums merrily, relieved of the bur- 


den of uncollected accounts because of the ability of its manager, T 


tured at the extreme lower right with F. 


- R. Evenson, pic- 


F. Hartwig. At the lower left is the hatchery 


operated in connection with the feed business. 


launched. Mr. Evenson called person- 
ally on the farmers and advertised reg- 
ularly in his local newspaper. The flour 
milling business soon became subordi- 
nated to a growing feed trade.- 

In all of his sales work, Mr. Even- 
son endeavors to avoid selling a cus- 
tomer a feed which he feels will not 
be practical. He keeps the profits of 
his patrons in mind as well as his own. 


Operates Chick Hatchery 

About four years ago a young man 
opened a chick hatchery several doors 
away from the Monroe Roller Mills of- 
fice. Mr. Evenson, ever on the alert 
for means to develop new _ business, 
purchased the establishment. Now he 
sells his customers baby chicks and pro- 
vides the feed for them. 

The acquiring of the hatchery was a 
wise move. It has trebled the firm’s 
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poultry feed sales. 

Farmers who pass the hatchery are 
attracted by a display of live chicks 
under a brooder in the window. In 
the opposite window, stacked in neat 
array, are the poultry feeds sold by the 
Monroe Roller Mills. The man in 
charge of the hatchery knows feeding 
and housing problems. He sells the 
customers chicks and then follows the 
sale up by recommending the proper 
rations and assisting the patron to raise 
the flock. The contacts thus made de- 
velop into other business in dairy and 
hog rations. 

Even the depression couldn’t stifle the 
progress of the Monroe Roller Mills. 
Sales volume for 1930 was equivalent to 
that of 1929 and thus far into 1931 the 
level has been maintained. Profits were 


(Continued on Page Forty-one) 
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THE GUMP IDEAL 
Corn Cracker, Polisher Grader and Aspirator 


Refer to the illustration above. 
Both rolls are in contact with 
grain, showing method of cut- 
ting without crushing by the use 
of the “‘U” shaped groove. 

On a 9-inch diameter roll there 
are 140 sharp edged knives re- 
volving at a speed of 550 revolu- 
tions per minute, coming in con- 
tact with the opposite roll, which 
has, on an 18-inch roll, 90 sharp 
edged knives, making 77,000 
contacts or cuts per minute and 
producing on a single pair of 
rolls 3,360 pounds of cracked 
corn or 60 bushels per hour, 
with approximately 5 _ horse- 
power. 

Contrast this high production 
and low power consumption 
with the costly low production 
and high horsepower of knife 
cutters. 


Gives you a Four-in-One, Self-Contained Unit. 


Cuts Clean with our LePage Patent Corrugation, insuring a 
minimum of feed meal. 


Polisher knocks off the sharp ragged edges, improving the ap- 
pearance (salability). 


Grades into Coarse, Medium, and Fine with the feed meal 
eliminated. 


Aspirates and brightens the three finished grades, retaining the 
golden luster that brings sales. 


Continual, yearly operation—only shut down necessary, under 
normal usage, is for resharpening once a year. Just think what 
this means in being able to give your trade uninterrupted service. 


Equip now to take care of your local growing demand for cracked corn; and, in so doing, follow the line of 
least resistance by giving your trade the same high grade, polished, and aspirated goods, produced LePage 
Cut Way, that are proving so popular from coast to coast. 


Full particulars and price on request. 


Draver Feeders 
Bar-Nun Grinders 


Vibrox Packers 
Edtbauer Weighers 


442-446 South Clinton St. Chicago, III. 
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EVERY PLAY We are suffering more from frozen confidence than 
FOR A TOUCHDOWN frozen assets, President Hoover told the people of 

the United States in a radio address from Indiana 
recently and, in our opinion, his thought could well be considered by many 
men of the feed industry. 


This editorial is being written in a room at a window overlooking beautiful 
Lake George at the Sagamore club, Bolton Landing, N. Y., where we have been 
attending the annual convention of the Eastern Federation of Feed Merchants. 
The dealers have been discussing present conditions and with few exceptions 
reported their tonnage sales for the first six months of 1931 as being greater 
than for the same period of 1930. The same good reports, we can assure you, 
have been made this month by dealers in conventions at Milwaukee. Fort 
Wayne and Cleveland, in addition to many individual dealers we have person- 
ally contacted throughout the country. 


Business is not actually as bad as our fears lead us to believe. Sales are 
being made every day and if we are not getting our share of the business it is 
probably because our mental attitude is such that we are licked before we get 
started. One dealer checked the salesmen who called on him in a single week. 
After a little questioning, eight admitted that they didn’t expect to get an 
order. The ninth expected and intended to get some business—and he did. 


We do not believe the salesmen are exclusively at fault. Their firms have 
probably cut down on advertising ‘‘because business is poor’’ and advised their 
salesmen to cut down on expenses and not travel any more than absolutely 
necessary “‘because business is poor.’’ The directors pass the word to the man- 
agement, the management passes the word to the salesmen and the salesmen 
pass the word to the dealer. It’s the style to have poor business and be poor 
today just as it was the style to have good business and be prosperous in 1929. 


8 can we expect to carry on and really sell feed with a mental attitude like 
this: 


Many of us always spent lots of our time talking about “‘the operation” 
but now most of us spend most of the time talking about the depression. We 
have an idea that we shouldn’t expect to be able to sell feed so we call on our 
customers to sympathize with them and have them sympathize with us. We 
make our calls to say “‘hello’”’ and, using a football simile, we hope to make 
ten yards in four trys instead of planning each play for a touchdown. 


Notre Dame football teams were successful, Knute Rockne once explained, 
because they were coached to always make every play for a touchdown and 
not for only ten, six or two yards. When Knute Rockne met his untimely death 
he was traveling in the employ of the Studebaker corporation coaching Stude- 
baker salesmen to plan every call with the idea of making a sale. Every play 
and every call is a failure, Coach Rockne said, unless you achieve your objec- 
tive — a touchdown or a sale. 


We've been going around patting each other on the back long enough. 
It’s time, now, for the feed industry and for feed men to wake up. Let’s change 
our psychology and plan every play for a touchdown.— DAvipD K. STEENBERGH. 
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MORE 
PALATABLE 


EVERYTHING IN 
EVERY MOUTHFUL 


WINNING HAND 


withthe new tried and prov- 
en feeds for Chicks, Growing 
Pullets, Laying Hens, Pigs, 
Hogs, Rabbits, Dogs and 


Foxes. 


DOMINO 
PEL-ETS 


The most complete line of 
Tested Pel-et Feeds avail- 
able. Be the leading feed 
dealer in your community 
— handle the whole Domi- 
no Pel-et Line. 


Exclusive Franchise to 
Progressive Feed Merchants 


WRITE TO 


NOWAK MILLING CORP. 
HAMMOND, IND. 


COUNTRY’S LARGEST MANUFACTURERS 
OF RABBIT PEL-ETS 


E. S$. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 
Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain we offer 


Oats, Corn, Rye, Barley 
and Chicken Wheat 


pris WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 


| 
Quality | 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 
paid us daily by satisfied 
users of 


‘RED 3’? Brand: 
Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 


Page Sixteen 


THE FEED BAG—JULY, 1931 


MOISTURE UNIFORM 
WASTE 
(8G Pp 

Ig 
Vj 


Manufacturers Confident of Future 
As They Emerge From Storm 


Discuss Problems at French Lick Parley 


HE feed industry enjoyed little 

of the boom and suffered much 

from the depression but has 
proved to be fundamentally sound and 
economically necessary so that it will 
emerge from the present crisis stur- 
dier, stronger and grown to full man- 
hood. 

Men in the feed business have al- 
ways called their industry youthful, al- 
most an infant, but representatives of 
practically all the leading firms of the 
country assembled at the 23rd annual 
convention of the American Feed Man- 
ufacturers association held at French 
Lick Springs, Ind., June 4, 5 and 6, 
were of the opinion that in coming 
through the present economic trouble 
the feed industry was also coming of 
age and earning. a permanent and im- 
portant place in the business of the 
world. 

McMillen to Drescher 


The convention was called to order 
by D. W. McMillen, Allied Mills, Inc., 
Chicago, but having completed two 
strenuous years of service, he retired 
from office at the end of the conven- 
tion and handed his gavel to the newly 
elected president, Edward Drescher, 
Alfocorn Milling Co., St. Louis. 


The total registration at the conven- 
tion was 233, including feed manufac- 
turers, representatives of allied indus- 
tries and the ladies. The golf tourna- 
ment attracted 127 men while 31 of 
the ladies attended the convention 
bridge party. 

Both President McMillen and W. E. 
Suits, Quaker Oats Co., Chicago, chair- 
man of the association’s executive com- 
mittee, commented on the work accom- 
plished by the association during the 
past year in their annual addresses. 

The most important work they re- 
ported was the successful effort of the 
association in having the Interstate 
Commerce commission revoke an order 
which canceled the authority of the 
western railroads to continue milling- 
in-transit rates on mixed feed. 

The second most important work, Mr. 
McMillen said, was done by the Nation- 
al Feed Merchandising council, created 
at the association’s last convention, 
which succeeded in improving trade 
practices throughout the industry es- 
pecially with reference to the elimina- 
tion of considerable speculation through 
discouraging long term bookings. 

In addition to addresses by Mr. Mc- 
Millen and Mr. Suits, the opening ses- 
sion of the convention was featured by 
presentation of written reports by Sec- 
retary L. F. Brown and Traffic Man- 
ager R. M. Field, and the reading of 
prepared papers by C. B. Rader, secre- 


tary of the Merchants Exchange of St. 
Louis, and Wm. C. Geagley, state an- 
alyst, department of agriculture, Lan- 
sing, Mich. 

Mr Rader discussed “The Future of 
Millfeeds,” describing the operation of 


Edward Drescher 
Meet the new president of the American 
Feed Manufacturers association. Mr. 
Drescher, Alfocorn Milling Co., St. Louis, 
brings to the organization many years of 
experience in the feed industry and a 
thorough understanding of its problems. 


the St. Louis millfeed futures market 
which has already been explained in 
the past issues of The Feed Bag. Mr. 
Geagley’s address is published on an- 
other page in this issue of The Feed 
Bag. 

The annual convention banquet was 
held the evening of the first day and 
the program the second morning was 
given over to addresses by J. Ruel Man- 
ning, bureau of fisheries of the United 
States department of commerce. Wash- 
ington, D. C., and Harland H. Allen, 
economist of the Foreman’s State Na- 
tional bank, Chicago. Mr. Allen’s ad- 
dress is published in this issue of The 
Feed Bag and Mr. Manning’s address 
was included in the June number. 

Reports of the convention resolutions, 
nominating and auditing committees, 
headed respectively by Mr. Drescher; 
Floyd M. Wilson, Denver Alfalfa Muill- 
ing & Products Co., Lamar, Colo., and 
J. M. Adam, Anheuser-Busch, Inc., St. 
Louis, were read. 

The resolutions adopted, in addition 
to thanking the speakers, executive of- 
ficers, firms donating prizes, convention 
committee members, management and 
employees of the hotel and representa- 
tives of the press, endorsed the nation- 
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wide observance of the 200th anniver- 
sary of the birth of George Washington 
which is to be celebrated in 1932. 

J. J. Ferguson, Swift & Co., Chicago, 
was appointed chairman of a new meat 
by-products committee, created by spe- 
cial action of the association during the 
convention. J. W. Powley, Armour & 
Co., Chicago, and T. P. Gibbons, Cuda- 
hay Packing Co., Chicago, were also 
appointed to the committee which will 
be doubled in membership during the 
year. 

In addition to President Drescher, of- 
ficers elected at the convention include: 
Van Roy Miller, Nutrena Feed Mills, 
Inc., Kansas City, Kans., first vice pres- 
ident; C. N. Barrett, Northrup, King & 
Co., Minneapolis, second vice president; 
S. T. Pease, Happy Feed Mills, Mem- 
phis, third vice president; L. F. Brown, 
Chicago, secretary; W. R. Anderson, 
Milwaukee, treasurer, and R. M. Field, 
Chicago, traffic manager. 

H. A. Abbott, Albert Dickinson Co., 
Chicago; Mr. McMillen and C. C. Lew- 
is, Park & Pollard Co., Buffalo, N. Y., 
were elected to the executive commit- 
tee, of which Mr. Suits will continue 
as chairman and other hold-over mem- 
bers include A. F. Seay, Ralston Pur- 
ina Co., St. Louis, and G. G. Keith, 
Hermitage Mills, Nashville, Tenn. 

Mowat Heads Directors 

Members of the board of 
are Searle Mowat, Larrowe 
Co., Detroit, chairman; J. M. Adam, 
Anheuser-Busch Inc., St. Louis; H. 
Roy Eshelman, John W. Eshelman & 
Sons, Lancaster, Pa.; C. B. Fretwell, 
Spartan Grain & Mill Co., Spartanburg, 
S. C.; F. C. Greutker, Cereal By-pro- 
ducts Co., Buffalo, N. Y.; G. E. Hil- 
lier, Penick & Ford Sales Co., Cedar 
Rapids, Ia.; A. F. Hopkins, Chas. M. 
Cox Co., Boston; C. S. Kenney, Grain 
Belt Mills Co., St. Joseph, Mo.; A. E. 
Lippelman, Ubiko Milling Co., Cincin- 


directors 
Milling 


nati; M. M. Nowak, Nowak Milling 
Corp., Hammond, Ind.; Jim Rapier, 
Rapier Sugar Feed Co., Owensboro, 


Ky.; G. J. Stone, Universal Mills, Fort 
Worth, Tex.; W. D. Walker, Arcady 
Farm Milling Co., Chicago; F. M. Wil- 
son, Denver Alfalfa Milling & Products 
Co., Lamar, Colo., and J. M. Wilson, 
Meridian Grain & Elevator Co., Meri- 
dian, Miss. 


JACOB H. DERR, Wadsworth, 
Ohio, president of D. H. L. Feed & 
Supply Co., retired from business July 
1, after being in the feed and supply 
business for more than 38 years. Mr. 
Derr’s only present plans are to run 
for mayor of Wadsworth on the Demo- 
cratic slate at the August primaries. 
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Business Put on Operating Table 


At Federation Convention 
Fred M. Mclntyre Is Reelected President 


HE business clinic which featured 

the 15th annual convention of 

the Eastern Federation of Feed 
Merchants brought out many practical 
merchandising ideas and trade practices 
which the attending feed men received 
enthusiastically as means of overcoming 
the present depression. 

A large number of feed men and 
their wives enjoyed the scenic beauties 
of Lake George during the two-day 
session, June 29 and 30, and participated 
in the varied activities planned by the 
convention committee. Headquarters 
were maintained at the Sagamore hotel, 
located on the lake at Bolton Landing, 
N. Y. 

McIntyre Is Reelected 

Fred M. McIntyre, Potsdam, N. Y., 
popular president, was unanimously re- 
elected and given a vote of apprecia- 
tion for his successful work in behalf 
of the eastern retail trade. Other offi- 
cers that will serve with him are Albert 
J. Thompson, Wycombe, Pa., vice pres- 
ident; Frank T. Benjamin, Canastota, 
N. Y., treasurer; W. A. Stannard, AIl- 
bany, N. Y., secretary. 

Directors elected to serve for three 
years are: Sylvester F. Virkler, Castor- 
land, N. Y.; Samuel Deuel, Pine Plains, 
N. Y.; L. L. Warner, Niobe, N. Y., 
and W. H. Parker, Waterford, Pa. 

During a brief business session, which 
opened the convention, the officers gave 
annual reports which showed the feder- 
ation in a healthy condition, with a 
slightly increased membership and a 
balance in the treasury. President Mc- 
Intyre reviewed his busy year’s work in 
blocking the proposed loans of the fed- 
eral farm board to unqualified coopera- 
tive agencies. He warned the members 
that they would have to be alert during 
the coming legislative sessions as new 
attempts would be made to put the gov- 
ernment into business in competition 
with private enterprise. 

Business Ills Diagnosed 

The present conditions of the feed 
trade were diagnosed during the busi- 
ness clinic which was conducted by Mr. 
McIntyre and his associate officers who 
acted as “doctors.” The ieed business 
was the “patient.” The reports of the 
dealers were optimistic, most of them 
indicating that their tonnage for the 
first six months of this vear equaled 
or exceeded the tonnage of the corres- 
ponding period in 1930. Profits for 
those who operated on a_ percentage 
basis were reported slightly lower than 
a year ago, but the dealers who figured 
profit on a tonnage basis had not suf- 
fered during the lull in business. Briefs 
of some of the business reports follow: 

Fred McIntyre—Larger tonnage, 
smaller profit, less on books, sales now 


Page Eighteen 


low due to good pasture and low milk 
price, fluid milk price for May (3.5) 
$1.39 with surplus price of 75 to 90 
cents. 

L. R. Levengood, Pottstown, 
Tonnage equals 1930, collections 


Pa— 
worse 


Fred M. McIntyre 
In recognition of his hard work in behalf 


of the Eastern Federation of Feed Mer- 
chants, Mr. McIntyre, Potsdam Feed & Coal 
Co., Inc., Potsdam, N. Y., was reelected 
president of the organization. 


with $8,000 more on books. 

Frank J. Young, Alden, N. Y.—Lar- 
ger tonnage with increased profits, sells 
for cash and figures profit on tonnage 
basis, strictly cash on feed, grain, coal, 
fertilizer, seeds and farm implements; 
has credit competitor next door; $7,000 
still on books although hasn’t extended 
credit in three years. 

Melvin R. Horton, Peekskill, N. Y.— 
Tonnage about same, May collections 
worse than ever before. 

H. B. Curtis, Mt. Upton, N. Y.—Re- 
ports general reductions in tonnage for 
dealers in section, a dairy district. 

Samuel Deuel, Pine Plains, N. Y.— 
Tonnage better, profits smaller, good 
trade in building materials. 

Lionel True, Springville, N. Y.—Bet- 
ter sales of dairy feeds, seeds and fer- 
tilizer; smaller tonnage of poultry feeds, 
less baby chicks raised, building ma- 
terial sales down, coal unchanged, ac- 
counts receivable increased six per cent, 
notices movement back to farms. 

The meeting was concluded with brief 
addresses by Kenneth Fee, Albany, di- 
rector of the food control bureau of 
New York state and David K. Steen- 
bergh, managing editor of The Feed 
Bag, Milwaukee. 

The afternoon of the first day was 
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devoted to enjoying the recreational fa- 
cilities of Lake George. The entire 
party cruised on Lake George, after 
which the men played golf at the Saga- 
more club, with Reeve Harden, Ham- 
burg, N. J., capturing first prize. 

Mrs. Max Cohn, Buffalo, N. Y., held 
the high score in the bridge tourna- 
ment, with Miss Mabel Arnout, sec- 
ond. Consolation prize was awarded to 
Miss Esther Parker. The prizes for 
the clock golf tournament went to Mrs. 
Lionel True and Miss Betty Height. 

Dr. C. O. Judkins, Glens Falls, N. 
Y., was the guest speaker at the ban- 
quet which was held on the evening 
of June 29. President McIntyre an- 
nounced his appointments to the new 
board of governors of the Eastern Fed- 
eration and a complete story about the 
members of this group and their duties 
will be published in the August issue 
of The Feed Bag. A program of en- 
tertainment and a dancing party fol- 
lowed the banquet. 

The three greatest problems of the 
retail feed dealers of the East were 
named as direct selling, free delivery 
and price cutting when the business 
clinic was continued Tuesday morning. 
M. E. Diefenderfer, Bechtelsville, Pa., 
asked how dealers were meeting these 
problems and was answered by Mr. 
True. 

Stressed Personal Service 

“We beat direct selling,’ Mr. True 
said, “by giving personal service to 
our customers, selling result producing 
feeds and always carrying complete 
stocks. We formerly charged for de- 
livery but since last spring we quote 
delivered prices and give customers who 
call at our mill and buy more than a 
quarter ton at a time a discount of 
2 per cent. Deliveries of all small 
lots are routed and orders must be re- 
ceived before 9 a. m. to insure delivery 
the same day.” 

Mr. Horton said that his firm oper- 
ated a light special delivery truck to 
take care of good customers when they 
needed small lots of feed in a hurry. 
This practice pleased their customers, 
he reported, and was considered one of 
the best new features introduced in 
their business during the past year. 

The most valuable sales plans they 
had ever used to build business were 
then explained by several members of 
the federation in competition for a cup 
which will be awarded to the conven- 
tion delegate presenting the best plan. 
All plans submitted are to be studied 
by a committee including Mr. Horton, 
chairman; Mr. Curtis; Frank H. Mayer, 
Jr., Oneida, N. Y.; Fred Caswell, Rome, 
N. Y., and Mr. Levengood, which will 

(Continued on Page Thirty-five) 
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“‘Dewey”’ Ferneau 
“‘Nopco” Brown 


J. E. Walsh 
J-P.Hessburg 
C. B. Dreyer 


R. F. Welch 


Fred Chapman 
J. W. Leathers 
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NATIONAL OIL PRODUCTS COMPANY, INC. 


CHICAGO 
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HE above figure represents the 
record set by National Oil Pro- 
ducts Company during the past two 
years. Think of it, well over a million 
tons of reputable commercial mashes 
—starting, growing, laying — have 
been adequately protected in Vita- 
min D by Nopco X and XX Fortified 
Cod Liver Oils! Over a million tons 
of commercial mashes have been 
supplied to poultrymen backed by 
“‘Nopco’s Vitamin D protection with 
a margin of safety” and by Nopco’s 
rigid guarantee! Are you cashing in 
on this, Mr. Feed Manufacturer? 
Even more noteworthy is the fact 
that Nopco’s cod liver oil tonnage is 
steadily increasing. 


OVER 


1,288,910 TONS 


OF COMMERCIAL MASHES 


This tremendous growing business 
can only come from two factors: 
1. The economy Nopco offers to all 


users. 2. The unfailing protection 
Nopco gives to mashes when used in 
the recommended percentages. 
Behind these two factors lie the 
two basic principles of operation 
which make Nopco Cod Liver Oils 
outstanding—the use of the Colum- 
bia University process in extracting 
from pure cod liver oils the Vitamin 
D element, which is then added in 
measured amounts to other pure cod 
liver oils, and the accurate series of 
tests every lot of this fortified pro- 
duct must pass before it is shipped. 


WRITE IN TODAY FOR A PORTFOLIO OF INFORMA- 

TION ON NOPCO AND ON VITAMIN D IN GENERAL. 

All the facts are included in this portfolio, which will gladly 
be sent to feed manufacturers free of charge. 


BOSTON 


SAN FRANCISCO 


EXECUTIVE OFFICES: 38 ESSEX STREET, HARRISON, N. J. 


THE FEED BAG—JULY, 1931 


i 
PR 
|| 


W. D. Cunningham, W. O. Greene 
J. W. Eshelman, R. D. Musser 


M. F. Brobst, A 


C.N. Barrett, Ww. 


Secretary’s Secretary 
Betty Traisman 


Harry Hunter, Chas. VanHorssen 
J. E. Walsh, D. G. Lowell 


C. M. Peterson, C. A. Dahlstrom, 
F. C. Bowes, H. W. Applegate 


W. A. Lowe 
Gustaf Ackerman 
Cameron Leverich 


Between Tees 
D. Egley, Bill B 
| Ed. Rich, Joe commen 


: Club 
Hole in One 


inke, W. 
Corl v.G. Aubry 


A. Richardson 


F. L, 
Chas, Jr. 


C. R. Moulton G.E. Hillier 

G. A. Chapman L. S. Ryford 

W. E. Suits J. L. Marshall 

J. J. Ferguson L. S. Montgomery 
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HIGH POTENCY VITAMIN CARRIER 


NOW! 


— at economical cost! 


Laboratory 
Tested 


Chick 
Tested 


Economy 
Tested 


The United States Bureau of Fisheries (in collaboration with the 
Department of Agriculture) and the Poultry Division of the Uni- 
versity of California, have determined that biologically-tested sardine 
oil is equal in Vitamin D potency to high-grade medicinal cod-liver 
oil. These findings have been confirmed in our own biological testing 
laboratory with BIOTOL—a selected, high-potency sardine oil, 
produced and tested by this company. 


Every tank of BIOTOL is given scientifically controlled biological 
tests with live chicks in battery brooders. We therefore know that 
every drop of BIOTOL is up to the same high standard of Vitamin 
D potency. 


BIOTOL is a domestic product, and considerably lower in cost than 
imported vitamin oils—an economy every poultryman will welcome. 
Its extremely low price offers a tremendous saving both to manu- 
facturers and to consumers. 


For costs, details of shipment and other information 
address California Packing Corporation, BIOTOL 
Department, San Francisco, California. 


Guaranteed by CALIFORNIA PACKING CORPORATION 
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Producers of the world-famous 
DEL MONTE FOOD PRODUCTS 
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E. P. MacNiccl 
Pose That Refreshes 


R. M. Field 


. Chapman 
Kayhart She Helpeg 


A and Mrs, I 


Him Win 
Eshelman 


R. E. Nye J 
S. J. Alexander 


Hopeful of a Prize 
W.R.Embleton M. L. Rushmore Take Out the Pin 
Paul Ullman F. R. Johnson, B.T. Manard 
R. E. Snyder, S. T. Pease 


J. H. Peek 
Bond, M. C. Burns 


. S. Montgomery 

. C. Greutker C. B. Dreyer 

5 S. L. Fisher 
J. L. Marshall 
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All ONE Car 


Gorp MEDAL Dealers unload a full line of Manufac- 
tured Feeds, Mill Feeds and Flour— All from 
ONE Car! 


They operate under the Gold Medal Mixed Car Plan—the 
modern common-sense mcihod of purchasing feeds and 
flour—the plan that not only works for their convenience, 
but saves them money in 6 different ways. 


1—They do business on less capital. 2—They triple their 
turnover, getting 3 profits instead of 1. 3—Their stocks 
are always fresh. 4—They need less warehouse space. 5— 
They lower their inventory. 6—They offer their trade the 
highest quality merchandise under the best known and 
advertised brand “Gold Medal”. 


Their purchasing dollars are all working for them, not tied 


WASHBURN CROSBY COMPANY 


of GENERAL MILLS, INC. 
MINNEAPOLIS KANSAS CITY 


why not now? 


“FARM-TESTED” 


up in surplus stock waiting for purchasers to turn them 
into profits. Instead of buying 3 cars, one each of Manu- 
factured Feeds, Mill Feeds and Flour, at approximately 
$3500, Gold Medal Dealers simply buy ONE CAR that 
contains all items’ at approximately $1175! Their purchas- 
ing dollar does the work of three! They sell feeds that 
are Farm-tested for profit to the feeders, 


The Gold Medal Mixed Car Plan is just one of the many 
Gold Medal features designed to increase dealer profits. 
It is simply another indication of the cooperation which the 
World’s Largest Milling Organization gives its dealers. 
Write for particulars about the Gold Medal Franchise in 


your territory—find out the full list of reasons why Gold 
Medal is the most profitable line to sell! 


BUFFALO 


© G. M. Co., 1930 
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Beautiful Ohio Ladies 


Mr. and Mrs. Cummings Mr. and Mrs. O. P. Hall 


Frank Sheets A. B. Conkey 


- Fred_K. Sale D. P. Simison 
More Indiana O. L. Barr 


Sight Seers 


F. W. Worl F. D. Robert 
& Anderson, Ales 
C. K. Hankin 


i Menzie 
. Winslow, Cc. D. 
Kraus, F. Gery 


H. A. Dinius 
Hoosier Boosters J. Kiefer 
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4201 S. Ashland Ave. 


Beat this kind 


= DARLING'S 
= 60%: 
= DIGESTER TANKA\ 

>} CRUDE MBRE 3 


ill 


— 
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INGREDIENTS 
= MEAT PRODUCTS. 


=DARUING & COMPANY 2 


=> 
= 
— 


\ 


Pretty hard to do, say the majority of leading 
feeders, dealers and feed manufacturers the 
country over. Time after time comparison 
shows there is no substitute for Darling’s Meat 
Scraps —a superior, specially prepared meat 
product. A “best seller” for more than 40 
years. 


A good line to tie to if it is satisfaction and 
the upbuilding of your business that you are 
most interested in. Your inquiry will have 
prompt attention. 


Company 
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Enjoying Lake Breezes 


Miss Eleanor Harden, Mrs. Mary Congdon 
"ee. A. E. Harrison, P. W. Chambers 


Treasurer 
Frank T. Benjamin 


H.N. Vredenburg 


Mrs. C. J. LaFleur Mrs. W. A. Stannard 
Mrs. M. F. Cohn 
F 
Ate 
8€ Strong Ood Fellows 
C. Virks 
Kigt er 
. Lawren 


Mrs. A. 
Young: Frank Young 


ight On Deck 
Make Us Happy R Roe 
J. B. McCloskey Herbert D. Fairchi 


Williams Smiles Th 
Ivor P. hnson at 
Paden Ayrautt, R. K. Jo John Pickens 


Four Loyal Troupers 
Frank Morrison, Samuel Deuel 
Max F. Cohn. Melvin R. Horton 
Mr. and Mrs. 
W. A. Stannard 
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Pure Bran 
Free 


You Have a Chance to Win 
One Car of Pure Bran 
Shipment in December 1931 


ITH every order for a car of feed or grain received from 

July 10 to November 30, 1931, the Froedtert Grain & Malt- 
ing Co. of Milwaukee, Wis., will give the buyer one chance to win 
a car of Pure Bran absolutely free. 


Order a car of feed or grain. We will send you confirmation of the 
order and with it a ticket entitling you to one chance to win the car 
of Pure Bran. Sign and return the ticket to us and we will deposit 
it in a special barrel from which the ticket of the winner will be 
drawn on December 1. 


There are no strings to the offer. You get as many chances to 
win the free car as you buy cars of feed or grain. The more you 
buy the better your chance but you may win with only a single 
purchase. 


We sell bran, middlings, flour middlings, rye middlings, red dog, 
linseed meal, cottonseed meal, soy bean meal, brewers grains, malt 
sprouts, corn, oats and barley. You always save money when you 
trade with Froedtert and now we offer a chance to win a free car of 


Pure Bran with every purchase. Order a car today—you may be 
the lucky one. 


FROEDTERT GRAIN & MALTING Co. 


Shippers of Feed and Grain 


Phone Mitchell 5410 Milwaukee, Wisconsin 
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TOW, 
H. Secor 


rter, 


E. P. Bodeman © Bw 
Harris G. Nelson 


Frank Miller, Guy Hillier, A. L. Kleckner 
A. C. Spierling, S. J. Cable 


Punch Bowl 
Quintet 


John M. Hull 
Ed Hoffman 
Fred Chase 
Erich Engler 
George Huhn 
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Henry Kuehn 
Paul A. C. Thie 
Playing Hookey With 
Professors 


Hatters 


D. McKercher 
J. L. Kleckner 
W.N. Knauf 
John Becker 
D. Steenbergh 
T. R. Evenson 


Richard Teweles, J. Koziczkowski Everett Baker 
Paul Gebert, Harry Gill F. C. Meyer 


More and louder Bangs! and Booms! 


Arcady Wonder Feeds 
willhelp you on the roa 
back to.. PROSPERITY 


ARCADY FARMS MILLING COMPANY 
CHICAGO, ILLINOIS += KANSAS CiTy, MO. 
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Should 


Dealers 


Be Retailers, 


Manutacturers 
Or Both?r 


By F. C. Bowes 


EED manufacturing is carried on 

by two sharply defined classes. 

The first we will term “transit 
mixers” who manufacture in large vol- 
ume and distribute widely in carload 
lots, depending on their distribution 
through local retail dealers to the final 
consumer. The second class we will 
term “local mixers” who carry on man- 
ufacturing operations in a smaller way 
and distribute their finished product 
direct to the feed consumers in their 
local community. 

The most noticeable recent trend in 
feed manufacturing is that of the local 
dealer combining the functions of both 
manufacturer and retailer. This has 
been particularly noticeable during the 
past few years. Sales work on the 
smaller classes of feed machinery and 
equipment has been zealously carried 
on during this time, and many new 
small manufacturing establishments 
have sprung up. Some of them are 
entirely new to the business, but the 
majority of them are an outgrowth of 
the business already carried on by a 
local retail feed dealer. In analyzing 
this trend, two considerations must be 
given. 

Competition Invited 

The first is the fact that if a local 
dealer neglects the proper concentration 
on sales and service work in connec- 
tion with the distribution of feed in his 
community he is apt to encourage co- 
operative farm bureau activities or dis- 
tribution of feeds in some other com- 
petitive form in that community. 

Secondly, by entering the feed manu- 
facturing business and thereby compet- 
ing with previously organized large 
transit manufacturers, the dealer is apt 
to encourage these manufacturers in the 
establishment of their own chain stores 
as the outlet for their products. Per- 
sonally, we do not feel that this should 
be necessary, but that it would be much 
better for the large manufacturers in 
all cases possible to hook up and co- 
operate with good retail feed merchan- 
disers in the local communities. 

A comparison of the two methods 
of feed manufacturing, as between the 
larger method by transit mixers and the 
smaller by local mixers, will reveal 
comparative advantages and disadvan- 
tages of the two systems. Such a com- 
parison would be profitably considered 
by everyone interested in the manufac- 
turing and distribution of feeds. Con- 


sidering the local mixer, manufacturing 
for direct consumption in his commu- 
nity, the following advantages can be 
listed: 

(1.) Close personal contact with 
customers, and local conditions, and 
support of local institutions. (2.) Abil- 
ity to extend consumers’ credit more 
effectively if desired. (3.) Mixing more 
free from supervision of state feed con- 
trol officials. (4.) Can permit the more 
advantageous use of home grown grains 
which the farmer raises in that com- 
munity. 

Disadvantages Listed 


On the other side of the case for the 
local mixer we will consider the disad- 
vantages which are fully as apparent 
and should be clearly faced and ac- 
cepted as facts. 

(1.) The local mixer has a compara- 
tively heavier investment for plant, 
machinery and raw material consider- 
ing the volume of the local business 
available. (2.) With this small volume 
he can not get rapid turn-over of his 
inventory and, therefore, can not elimi- 
nate speculation. (3.) By attempting to 
evercome this handicap by purchasing 
in small lots a local mixer thereby re- 
stricts his purchasing ability on a price 
basis. (4.) There is the increasing com- 
petition among -small mixers due to 
overzealous sales efforts on small ma- 
chinery and equipment. (5.) There is 
a two-fold capital requirement; capital 
is necessary to carry on production, to 
finance the necessary raw material, in 
addition to the investment in machinery 
and equipment. (6.) The small local 
mixer does not have the _ technical 
knowledge or experience in feeds and 
feeding practices and is not as close- 
ly in touch with newer developments 
and research work. (7.) He cannot 
give his customers the benefit of 
service men of wide experience 
and knowledge such as car- 
ried in the organizations of larger tran- 
sit manufacturers. (8.) The small local 
mixer undoubtedly does not have the 
facilities for keeping accurate records 
and costs of his operations. (9.) He 
cannot specialize in all the details and 
problems of feed manufacturing as he 
may only be carrying feed as a side 
line with other main lines of business. 

Now turning to the larger transit mix- 
er, we will first list his disadvantages: 

(1.) He must have the service of re- 
tail distributors in many lecal commu- 
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Mr. Bowes, general manager, Kasco Mills, 
Inc., Toledo, presented the talk published 
herewith to Ohio dealers at their recent 
annual convention at Cleveland. 
nities to take care of the volume of his 
output. (2.) The large transit manu- 
facturer covers a wide area and, there- 
fore, has more general policies which 
may not be exactly suited to the par- 
ticular needs of each individual com- 
munity. (3.) The larger transit mills 
carry higher costs for sales, and ad- 
vertising, and for service men and re- 
search work. 

Now turning finally to the advantages 
of the larger transit mixers we tind 
the following: (1.) The comparative 
overhead investment in plant and ma- 
chinery is very low per ton of fin- 
ished product. (2.) Rapid turnover of 
inventory is permitted which eliminates 
speculation and enables the larger man- 
ufacturer to follow current markets at 
all times with fair prices. (3.) Due to 
his purchasing ability in larger lots, 
better prices naturally can be secured. 
(4.) The larger manufacturer has the 
advantage of milling-in-transit freight 
rates. (5.) Comparatively little capital 
is tied up in credit. (6.: The larger 
manufacturer commands expert techni- 
cal knowledge of feeds and of improved 
feeding and nutritional practices. (7.) 
He can pass along this knowledge and 
advice through his salesmen, through 
sales literature and by his service men 
to the feed consumers. (8.) The larger 
manufacturer has ample capital. (9.) 
He specializes in the manufacturing 
business from beginning to end and is, 
therefore, bound to be able to handle it 
more efficiently. 

Look Before Leaping 

To anyone engaged in feed distribu- 
tion to whom the choice may arise as 
to the method of handling feeds in his 
community as between a strictly retail 
merchandising proposition or local 
mixer method of combined manufactur- 
ing and retailing, the comparative ad- 
vantages and disadvantages should be 
carefully considered. In so doing it 


will be readily noted that in either case 
(Continued on Page Forty-one) 
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Inexpensive Ingredients 


For Mixers 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles 


Ground Screenings 


Ground Oats The Burton Mixer 
Ground Barley 


GROUND SCREENINGS _ Cleans Itself 
with MOLASSES The self-cleaning Burton makes it easy to 
Fish Meal change from poultry to dairy feed mixing. 


It cleans itself quickly and completely. 


Mineral Mixtures Ideal for seed treating—many dealers use 


_ it extensively and profitably for that pur- 
pose. Ask for folder describing its opera- 


Chamber of Commerce..... Minneapolis The Burton Feed & Mixer Company 
2844 West Grand Blvd. Detroit, Mich. 


CORN CRACKER 
GRADER 


and Polisher Unit 
The Biggest Profit Maker in the Field Today 


Just as original, just as efficient as the Blue Streak cracking and grading down in cost and at the same 
Custom Mill. For the first time the miller can elim- time improves quality. The elimination of knive 


inate constant resharpening of cutting knives and yet sharpening alone saves hours each week in labor 
produce a better product. costs. 


Whole corn goes into the Blue Streak and comes out . 

in five even grades: coarse; medium; and fine cracked The ae high grade cracked corn day after day 
corn; also corn meal and corn bran; all of the finest 'S truly a feature. 

quality. The capacity, operation cost and the original cost of 
No rollers, no knives, no moving screens. The elim- this unit now place corn cracking and grading within 
ination of these troublesome features brings corn the reach of the smallest miller for the first time. 


Write for Literature Today. 


PRATER PULVERIZER COMPANY 


Dept. U 1829 South 55th Avenue 


Chicago 
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Progress of Mixed Feed Industry 
Aided by Control Work 


By William C. Geagley 


Chief Chemist, Michigan Department of Agriculture. 


T is significant to note that the feed 

industry occupies an important place 

in any scheme of readjustment. 
When we inquire into the why of the 
growth and development of this indus- 
try, I do not believe it is possible to 
point to any single reason which could 
explain it. Rather, we are convinced 
that the culmination of a great many 
factors is responsible for the remarkable 
growth, development, specializing and 
general use of commercial feeds. 

The ever changing conditions brought 
about by increased population, the 
changing of habits, likes and dis- 
likes of the American people, and 
the progress that is inherent in the 
fabric of industrial life clearly indicates 
that the feed industry will continue to 
grow and develop. 

The future undoubtedly indicates that 
with active cooperation between pro- 
ducers and control officials progress in 
the manufacture, the distribution and 
consumption of commercial feeds is 
bound to increase, and at a much great- 
er rate than we can foretell at this time. 

Consumer Well Protected 

The correct labeling of packages of 
feeds has been given a great deal of 
attention and, as a result, much pro- 
gress had been made. The public now 
is reasonably assured of correct and 
truthful labels on packages in so far 
as the composition and character of 
the product is concerned. Much, how- 
ever, remains to be done, particularly 
along the so-called collateral advertis- 
ing line, as there is still ample evid- 
ence that misleading, exaggerated and 
entirely unwarranted claims are being 
made for certain special purpose pro- 
ducts. 

The establishment of research in the 
various phases of the industry is a 
commendable thing and has laid down 
some fundamental principles for guid- 
ance in manufacturing and control that 
have already been reflected in greater 
confidence in the products and more 
beneficial results by their correct ap- 
plication. Coming as it does from the 
industry itself it has hastened material- 
ly our knowledge of animal feeding and 
the corrective principles that must be 
applied for successful operation. Con- 
tinued research from a_ nutritional 
standpoint will, no doubt, open up an 
entirely new field and a new basis for 
the measure and evaluation of commer- 
cial feeds and feeding supplements. 

Standardization Needed 

The progress and accomplishments 
just enumerated are by no means com- 
plete, nor may they be considered com- 
pletely solved; neither will many of 
them stay solved if we could safely 


claim solution. The ever changing de- 
velopment and habits of industry, new 
discoveries and new application of com- 
monplace articles preclude this pos- 
sibility. Standardization alone, there- 
fore, offers unlimited opportunity for 
cooperation on the part of control of- 


Mr. Geagley who directs feed control work 
in Michigan gave the address published 
herewith at the recent American Feed 
Manufacturers association convention. 


ficers, manufacturers and distributors. 
The standardization of one or two in- 
gredients of a feed does not mean that 
the finished product has been standard- 
ized. Only when all the ingredients 
in their relation to one another have 
been carefully connotated and the part 
that each plays in the growth and de- 
velopment of an animal studied, can we 
effect reasonable standardization of a 
commercial feed. 

The use of illegal, questionable, dan- 
gerous and worthless ingredients in 
compounding feeds, while sometimes 
resorted to, may be properly dealt with 
by legislative regulation and exposure 
but they should also be discouraged by 
all the moral force at our command. 
The industry can render valuable as- 
sistance in this connection by taking 
a definite and positive stand against 
their incorporation in feeds and coop- 
erating with control officials in legal 
proceedings that may be instituted. 

Entire Industry Suffers 

The old theory that only those who 
would resort to such questionable tac- 
tics suffer, is not necessarily true. 
While they may suffer an economic 
loss, industry as a whole must bear 
the brunt of prejudice even though it 
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is based on the act of some one group 
or individual. 

Specifically, the regulatory official is 
a distinct help to any industry and the 
closer the contact between manufacturer 
and official the easier the solution of 
common problems. The control offi- 
cial is the point of contact between the 
users of that class of product on the 
one hand and the producer on the 
other. It is, naturally, impractical and 
impossible to expect the user of com- 
ynercial feed to understand and be con- 
versant with al! of the details and re- 
quirements of manufacture and the char- 
acter of the ingredients used in the 
feed. It is equally impractical to ex- 
pect the feed manufacturer to carry a 
message of this kind to each prospec- 
tive user of his product. The feed con- 
trol official, therefore, pre-eminently 
stands forth to insure safety to the con- 
sumers of those merchantable articles 
that are offered for sale, as well as to 
act as a referee, so to speak, between 
manufacturers. 

I believe that the generally accepted 
view of the present day feed regulation 
is, that an ounce of prevention is worth 
more than a pound of cure and that 
the big aim and purpose of the feed 
control official of today is to secure 
clean, wholesome, standard materials at 
the source of production. This natur- 
ally means a closer contact with the 
manufacturer. 

It is self-evident that with this pre- 
vailing belief more constructive work 
can be accomplished at less cost than 
by any other form of regulatory ac- 
tivity. I believe there is a growing 
tendency between manufacturer and of- 
ficial for a better understanding of each 
other’s problems and as this mutual 
understanding develops we find it easier 
each day: to discuss and consider prob- 
lems of mutual concern. 

The statement is often made that 
“what is not good for the public is not 
good for business,’ has a corollary in 
that “what is good for the public is 
good for business.” Feed control laws 
and regulations simply require fair prac- 
tices and the observation of a commer- 
cial rule of square deal. This imposes 
no hardship upon manufacturers and is 
the least the public has a right to ex- 


‘pect. 


J. P. PARKS, Kansas City and Chi- 
cago, announces the resignation of his 
business associate, George S. Chesbro. 
Mr. Parks will take personal charge of 
the Chicago office, while the Kansas 
City office will continue to function 
under the direction of E. Frederickson 
and V. L. Marsh. 
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Airplane View of the Cedar Rapids, Iowa, Mill 


Quaker Offers 
Quaker Dealers: 


Balanced stock and poultry feeds for every purpose 


Diversified advertising aids 


3 


. Low inventories 


4 


Ready Delivery 


Repeat sales 


Growing feeder appreciation for Quaker feeds 


New sales ideas 


The Quaker Selling Plan 


If you would like to know more about the co-operation 
offered by this friendly organization, write us today. 
A card will do. 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 
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Calcium and Phosphate in 
Nature’s Balanced Proportion 


DICAPHO 


97% Digestible 


For Dairy Feed and Calf More Milk at Lower Cost 


Healthy Cows 
Meal—To Produce . .-( stronger Calves 


For Laying Mashes—To (Better Textured Shells 
Produce... . . [Firm Yolks—More Eggs 


Strong Bone Structure 


For Growing Mashes—| Perfect Health 


Splendid Vitality 
Straight Breast Bones 


Rapid Growth 
Also for Pig Meals and Horse Feeds 


THE MOST READILY DIGESTIBLE CALCIUM 
PHOSPHATE FOR FEED RATIONS 


For Convenient Feeding 


DICAPHO-SALT 


Chicago Sales Office: 
BAY CHEMICALCO.,Inc. 360 N. MICHIGAN AVE. 
New Orleans, La. Chicago, Illinois 


WRITE TODAY FOR BOOKLET AND PRICES 


Manufactured by: 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 
PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 
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Federation Diagnoses 
Business Troubles 


(Continued from Page Eighteen) 


announce its selection in about 60 days. 

Melvin E. Horton—A store inside of 
a store, really a regular store built in- 
side of his feed warehouse and arranged 
for exclusive sale of specialties such as 
remedies, insecticides, fly spray, etc. It 
was extensively advertised and brought 
many new customers for small 
items some of whom developed into 
mighty good accounts. Mr. Horton’s 
store also sells baby chicks as an agent 
for a reliable hatchery. 

Reeve Harden—Sales and service man 
maintained full time to sell and con- 
tact farmer customers. Each day he car- 
ries some one item or specialty with 
him to introduce it to the trade, which 
practice has greatly increased business 
in small items which are sold from 
special store room in office building 
separate from the feed store. 

Fred M. McIntyre—Card index sys- 
tem to keep record of date, nature and 
amount of all purchases made by each 
customer. Plan enables Mr. McIntyre 
to watch and keep his customers from 
falling away and also permits him to 
resell past orders without depending on 
his or the customer’s memory. 

Builds Good Will 


C. E. Kiff, Delhi, N. Y.—Builds good 
will and increases business by never so- 
liciting regular customers of his com- 


petitors. When one comes to his store 
he makes a point of meeting him and 
lets the customer know he is pleased 
to have even just a part of his business 
at any time he can’t get what he wants 
from his regular dealer. 

Lionel True—Explained time and 
labor saving arrangement of his plant. 
Urged fellow dealers to keep complete 
set of books with detailed record of 
costs allowing for adequate salaries, in- 
terest on investment and depreciation. 
He said he had found dealers who had 
no other records but a check book and 
list of accounts receivable. In opera- 
tion of his business, Mr. True reported 
that his cost of doing business was ap- 
proximately 13 per cent of his total 
sales. 

Registration was handled by Max F. 
Cohn, Sunset Feed & Grain Co., Buf- 
falo; newspapers were distributed by 
the National Molasses Corp., Philadel- 
phia; prizes for golf were donated by 
Emory Coche, Ashcraft-Wilkinson Co., 
Atlanta, Ga., and a resolution of thanks 
was voted to these firms and men and 
to the speakers, Kenneth Fee, David 
K. Steenbergh and Dr. Judkins, the 
hotel and Mrs. M. F. Cohn and Mrs. 
W. A. Stannard, who took charge of 
the arrangements for the ladies. Other 
resolutions opposed all legislation which 
would tend to put county agents in the 
cooperative merchandising business and 
any and all forms of a retail sales tax 
as operating in Pennsylvania and pro- 
posed in New York. 


Michigan. Association 
To Meet July 17 


Plans are rapidly being completed for 
the 30th annal convention of the Michi- 
gan Grain, Feed & Hay Dealers asso- 
ciation which will be held at the Hotel 
Durant, Flint, Mich. July 17. The 
meeting will occupy one day only. Talks 
on pertinent trade topics, a general dis- 
cussion, a noon luncheon and entertain- 
ment will be features of the event. 

Michigan, during the past two years, 
has sponsored a wide cash basis move- 
ment. Many experiences in this regard 
are expected to be related by those who 
attend the eonvention, in addition to 
other practical merchandising ideas. 

Tracy Hubbard, Lansing, secretary of 
the association, assures all Michigan 
dealers that their trip to the convention 
city will be well worthwhile. He ex- 
tends a cordial invitation to members 
as well as non-members. 


Seed Council to Hold 
Meeting at Madison 


Dealers, seedsmen and other allied in- 
terests will gather at a conference to be 
held at Madison, Wis., July 14 and 15, 
under the auspices. of the Seed Council 
of Wisconsin. The state department of 
agriculture and markets, under the direc- 
tion of A. L. Stone and Henry Lunz, 
is cooperating in the program planned 
for the delegates. 


MILL 


Attrition Mill. 


most profitable feed grinder. 


BOX 318 


Power Transmission Appliances. 


Today Monarch Attrition Mills are built 
to even higher quality standards and operating 
efficiency has been wonderfully improved. 
fact we guarantee without hesitation that the 
Monarch will grind more tons with less cost 
than any other grinder built. 
pleasure to give you complete details of this 


SpPpRouT, WALDRON & Co. 
MUNCY, PA. 


Chicago Office, 9 So. Clinton St.; 
Buffalo Office, 725 Genesee Bldg. 


Flour Mill Machinery -- Feed Mill Machinery -- Grain 
Elevator Equipment -- Material Handling Equipment -- 


MONARCH ATTRITION 


is the most remarkable Machine 
we have ever operated.”’ 


That from the F. C. Ayres Milling and Grain Co. who have been 
operating a Monarch Bearing Attrition Mill for 22 years. 


They have according to their own statements put enough grain 
through this feed grinder to ruin a half dozen ordinary grinders. 
Thousands and thousands of cars of corn have been ground on this 


In 


It will be a 


Grinds 
15% to 20% 
Faster than 
a Hammer 
Mill and 
Costs Less 
to Run 
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A Fast Selling 
Chick Starter Mash 


Here is a chick ration 
‘which has been widely adver- 
tised for many years—which 
gives perfect satisfaction 
or the purchase price is 
returned and which is so 
low in price this year that 
thousands of new users 
#@will be added to the big 


NORTHRUP, KING & CO.’S 


STERLING STARTER Masu 


With Dried Buttermilk, Cod Liver Oil 
And All The Necessary Proteins 


Write for sample and price 


y Northrup, King & Co., Feeds and Seeds q 


Minneapolis, Minnesota 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 

mills. Can 
= furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA | 


— 


— WHEAT 
MIXED FEED 


=Wheat Low Grade Flour, Red Dog, ’ 
Middlings, Bran, Screenings 
not exceeding mill run a 


ST.PAUL, MINN. 


Office 315 Corn Exchange 
MINNEAPOLIS, MINN. 


/ 


A sure way to 
greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


FEEDS 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings s 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 


GENERAL OFFICES 


MINNEAPOLIS MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 


Phones 


135 
118 


ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Scientific Study 
Ot Economic 


Problems Needed 
Recovery 


By Harland H. Allen 


T HE biggest disappointment of 
the last year and a half has not 
been our low production record 
nor our low sales volume, disappointing 
as these have been, but the inadequacy 
of our understanding of the business 
situation that has prevailed during this 
period. 

It has been demonstrated too con- 
clusively that the leadership of indus- 
try and finance in this country is far 
less adequate and far less scientific in 
its handling of the problem of distri- 
bution and of purchasing power than in 
its handling of production. Our busi- 
ness intelligence has concentrated far 
too exclusively upon the problems of 
the individual business and far too 
little upon the problems of the eco- 
nomic situation as a whole. 

Until a month or two ago it could 
be said that for 18 months we had mere- 
ly drifted along in this depression with 
a minimum of scientific effort to under- 
stand it and a minimum of engineering 
effort to get us out of it. The time has 
certainly arrived when business can no 
longer afford to twiddle its thumbs and 
merely hope for recovery. 

Six Reasons for Slump 


There were at least six major causes 
for the depression which took hold of 
business in the fall of 1929. The most 
widely recognized of these major causes 
was over-production, or disproportion- 
ate production, as I much prefer to call 
it. Related to over-production, in part 
a cause of it and in part the result, 
was excess capacity in industry and the 
continuing tendency to over-finance in- 
dustry. 

Security mflation unquestionably 
ranks high among the causes of this 
depression. Related to that was the 
abnormal credit expansion, inaugurated 
by rising security prices and in turn 
becoming the cause of further infla- 
tion. The bidding for more credit to 
buy more rising securities first exhaust- 
ed the legitimate credit of the security 
markets, then rising interest rates drew 
the funds of industry and commerce 
from all*over the country, while a fur- 
ther bidding up of interest rates sucked 
into the security markets of the United 
States a large share of the short term 
credit and working capital of the whole 
commercial world. 

A third major cause of this depres- 
sion, and one which differentiates it 
somewhat from all of those which have 


preceded it, was the part played by the 
extraordinary expansion of consumer 
credit during the years immediately 
preceding 1929. This was manifested 
largely in the expansion of installment 
buying and the development on a large 
scale of the so-called consumer finance 
companies. While consumer credit is 
expanding the consumer is manifestly 
offering more than his current earn- 
ings in the market for consumption 
goods. This results both in the infla- 
tion of retail prices and in the stimu- 
lation of additional production beyond 
the normal capacity of the people to 
buy. 

An ever increasing shortage in the 
world’s gold supply must be credited as 
one of the factors which forced a de- 
flation in 1929. I am not one of those 
to blame all of our troubles upon the 
gold situation. To do so is to give 
every other aspect of economic mis- 
management a clean bill of health. But 
we cannot get away from the fact that 
the supply of monetary gold in the 
world is being increased only about half 
as fast annually as we are increasing 
the manufacture of goods and the vol- 
ume of commerce. Thus the need for 
monetary gold in measuring values and 
effecting exchange is increasing twice 
as fast as the quantity of gold and a 
cumulative shortage, assuming the con- 
tinuance of present gold usage and price 
levels seems almost inevitable. 

Shortage Affects Prices 

Moreover, during the last ten years 
this shortage has been intensified by the 
fact that many commercial nations 
which were on an inflation basis dur- 
ing the war years, have now been re- 
turning to a gold basis and have been 
requiring more and more gold for their 
currency reserves. Added to’ this is 
the fact that France and the United 
States have been receiving reparation 
and other war debt payments in gold 
instead of goods during this decade. 
These two countries have in fact been 
absorbing more than all of the world’s 
new monetary gold with the result that 
outside nations actually have less gold 
in 1931 than they had in 1921, and yet 
their volume of commerce to be fi- 
nanced by this gold is fully a_ third 
larger. 

The gold shortage—less gold and 
more goods—has constituted an almost 
irresistable force working for lower 
price levels. Yet we didn’t get lower 
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price levels. Prices didn’t decline ma- 
terially between 1922 and 1929. They 
were supported in part by the inflation 
of security credit and security prices. 
In part they were maintained or 
“pegged” by such interests as indus- 
trial cartels, trade associations, pools, 
various forms of monopoly and in nu- 
merous cases by governments them- 
selves. 
Inflation Couldn’t Last 

To name silks, coffee, copper, sugar, 
wheat, rubber, tin, sulphur. is to list 
but a few of the many world commodi- 
ties which appear to have been main- 
tained at an artificial price level—one 
out of line with the trend of prices as 
they would bave been determined by 
the free play cf supply and demand. 
This false situation could not be main- 


tained by even the most poweriul 
groups after security inflation was 
punctured. One by one these prices 


have collapsed and gradually we have 
come to realize that artificial commod- 
ity prices constituted another major 
cause of the present business depres- 
sion. 

Still another factor unsettling the eco- 
nomic structure of the world was the 
war debt settlements and reparations 
payments grown during recent years to 
very large proportions. For a while 
these war debt settlements were bal- 
anced off by large international loans 
to the paying nations particularly Ger- 
many. This was only postponing the 
real problem, however and we have of 
late been facing the fact that billions 
in war debt settlements mean colossal 
one-sided economic transactions. 

Depression Causes Analyzed 

It should be worth our while to check 
over these major causes of the depres- 
sion to see what progress has been 
made toward eliminating them—toward 
creating a world situation in which 
commerce and industry will have a 
chance to develop normally, once busi- 
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ness recovery gets under way. 

No progress at all has been made 
toward relieving the pressures growing 
out of war debt settlements. The sit- 
uation has, moreover, been greatly ag- 
gravated by the decline in commodity 
prices. The burden of annual war debt 
payments and reparations is 33 per cent 
heavier than two years ago and the 
dislocation of world commerce and the 
world gold supply is that much more 
intense. 

It is equally true that no absolute 
progress has been made toward equal- 
izing the gold reserves of the world. 
It is true that during this period the 
new bank for international settlements 
has come into being and is already the 
leading sponsor of methods to econo- 


mize gold. More than offsetting all this, 
however, has been the fact that the 
United States alone drew more gold 
out of world channels during the last 
year than the total of new gold mined, 
which was available for monetary pur- 
poses. 

The artificial commodity price situa- 
tion is, on the other hand, much re- 
lieved. The most notorious of the 
“pegged” prices have, in fact, been de- 
flated substantially more than the aver- 
age of all commodity prices. In some 
commodity lines, like wheat, for in- 
stance, great resources have been mar- 
shalled and are still fighting a losing 
battle to sustain prices at a level un- 
warranted by lower production costs 
throughout the world. 


@ Still another famous 
manufacturer adopts it? 


All Clever Leaf brand of feeds now 
mixed with this proved milk ingredient 


In Sioux City, lowa—Louis M. Murray, 
noted feed manufacturer and hatch- 
eryman, is winning more and more 
customers with his famous Clover 
Leaf brand of poultry feeds! 


He is mixing them with Kraco—the 
Milk Sugar Feed! 


Everywhere—enterprising feed 
manufacturers are adopting this 
proved naturally balanced health- 
producing element, increasing the 
efficiency of their feeds, increasing 
sales... 


And—they are cashing in on nu- 
merous articles regularly appearing in 
the leading poultry magazines, urging 


KRACO 


poultrymen to feed their birds from 
start to finish on mashes mixed with 
Kraco! 

By test—birds fed on Kraco-mixed 
mashes show greater resistance to 
disease, grow sturdy, hold their weight, 
become high producers at an early age. 


By analysis—Kraco contains no less 
than 70% lactose (milk sugar) and the 
highest percentage of invaluable milk 
minerals available for poultry mashes. 

Free running in any climate, Kraco 
is easy to mix, economical to use. 

Start today to mix your growing, 
laying, starting mashes with Kraco— 
the Milk Sugar Feed. Write for details. 


The Witk Sugar Feed 


made only by 


KRAFT-PHENIX CHEESE CORPORATION 


-General Offices: 403-q Rush St., Chicago, Ilinois 


Division of National Dairy Products Corporation 
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Such situations lead the thoughtful 
observer to question whether, in spite 
of great temporary price reductions, 
real progress has been made toward a 
general recognition of the fact that un- 
warranted price restraints will ultimate- 
ly bring their own undoing, and that 
so long as they are permitted to con- 
tinue, other industries are suffering a 
proportionate handicap. 


Editors Note: A second installment of Mr. 
Allen’s talk will be published in the August 
issue of The Feed Bag. In it he will give the 
remedies which should be applied to make 
business better. Be sure co read it. 


PHILIP KLEIN and Edward Jaco- 
bi, comprising the milling firm of Klein 
& Jacobi, Williamsville, N. Y., have 
filed an action to collect $20,000 dam- 
ages from the trustees of that village 
for alleged diversion of water power 
owned by their corporation. It is 
claimed the power supply has been in- 
terfered with in connection with a flood 
elimination project in Williamsville. 


AVERY ELEVATOR & Grain Co., 
Avery, Ohio, has remodeled its eleva- 
tor and installed a feed mill. Leon 
Gove, manager of the firm, reports that 
business has been unusually good. 


CHANGES NAME 

Name of the Milwaukee Chamber of 
Commerce was changed to the Milwau- 
kee Grain & Stock Exchange at a busi- 
ness meeting held June 10. The cham- 
ber began dealing in stocks last winter 
and decided to include this department 
of the business in its new name. 


CARL C. JOHNSON, Minneapolis, 
has resigned as assistant buyer for the 
International Sugar Feed Co., and has 


formed his own feed jobbing firm with 


offices in the Corn Exchange. 


Darling & Co. Acquires 
New Scrap Plants 


Darling & Co., Chicago, has pur- 
chased all of the meat scrap plants of 
the American Agricultural Chemical 
Co., located at Buffalo, N. Y., Cleve- 
land and Toledo, Ohio, and Detroit, 
Mich., and is planning a program of 
expansion. 

Each of the establishments is mod- 
ern in every respect and additional im- 
provements, still further enhancing the 
efficiency and production of the Detroit 
and Buffalo units, are being made. It is 
expected that the improvements now 
under way at Buffalo will double the 
capacity of that plant. 

Darling & Co. has been in the meat 
scrap business for more than 40 years 
and has a long list of friends among 
the leading poultrymen, dealers and feed 
manufacturers of this country. Acquir- 
ing of these four additional plants, to- 
gether with their affiliation with the 
Van Iderstine Co., Long Island City, 
N. Y., gives this firm manufacturing 
and distributing facilities at all impor- 
tant points from Chicago to the eastern 
coast. 


| 


Clements Cops Golf Trophy 
At Manufacturers Tourney 


W. CLEMENTS, Bemis Broth- 
ers Bag Co., Chicago, Ill., won 


H. the silver trophy furnished by 


the Penick & Ford Sales Co., Cedar 
Rapids, Ia., and awarded by the Amer- 
ican Feed Manufacturers association for 
high honors at the golf tournament held 
during the recent annual convention at 
French Lick, Ind. The trophy is re- 
tained by the winner as long as he suc- 
ceeds in holding his title. Last year 
it was won by Edward Drescher, Alfo- 
corn Milling Co., St. Louis, Mo. Other 
prizes in this year’s tournament were 
won by 37 contestants. Names of the 
winners, nature of the prizes and the 
firms who donated them follow: 

J. T. Sexton, Kansas City, Mo., 3rd low gross, 
36 holes, combination water pitcher and cocktail 
shaker; Abell Forwarding Co., Buffalo, N. Y 

F. M. Wilson, Lamar, Colo., average player, 
Thursday play, one dozen Gray Goose golf balls; 
American Mills Co., ea Ga. 

M. C. Burns, Buffalo, N. Y., 4th low net, Fri- 
day play, suede golf’ jacket; Archer-Daniels- 
Midland Co., Minneapolis, Minn. 

J. H. Peek, Buffalo, N. Y., 1st low net, Thurs- 
day play, three matched ‘wooden golf clubs; 
Armour & Company, Chicago, III. 

C. W. Sievert, Chicago, Ill., high gross, Thurs- 
day play, trophy: Ashcraft-Wilkinson Co., At- 
lanta, Ga. 

F. M. Chapman, Boston, Mass., 3rd low net, 
Friday play, Gladstone bag; Bemis Brothers 
Bag Co., St. Louis, Mo. 

Lloyd Hedrick, Buffalo, N. Y., 4th low net, 
Thursday play, water pitcher; A. B. Caple Co., 
Toledo, Ohio. 

R. M. Field, Peoria, Ill., 2nd low gross, 36 
holes play, set of steel sha:ted iron clubs; Cereal 
By-Products Co., Chicago, 

Hunter Goodrich, Milwaukee, Wis., 2nd low 

ross, Thursday play, Gladstone bag; Chase 
ag Co., Chicago, 

V. F. Ferneau, Blanchester, Ohio, McMillen 
par, blind holes, Thursday play, Zipper af 
clothing bag; Clinton Corn Syrup Refining 
Clinton, Iowa. 

C. Smith, Chicago, IIl., most on Friday 
play, loving cup; Consolidated Feed & Grain 
Co., Buffalo, N. Y. 

4 J. Alexander. Crawfordsville, Ind., lst low 
gross, 36 holes play, binoculars; Corn "Products 
Refining Co., New York, N. 

George E. Todd, Buffalo, N. vi 2nd low net, 
Thursday play, English kit bag; Denver Alfalfa 


Millin .* Products Co., Lamar, Colo. 
R. ye, St. Louis, Mo., most birdies, Fri- 
day othe 3-piece ostrich bill fold set; Distributors 


ses & Grain Corp., Buffalo, N. Y. 

Bond, Buffalo, N. Y., 3rd low gross, 
oe play, electric_desk clock; S. T. Ed- 
wards & Co., Chicago, II 

.. Kenney, St. Joseph, Mo., 3rd low net, 
36 holes play, diamond cuff links; Edwards Dis- 
waa Co., Baltimore, Md. 

ibbons, Chicago, IIl., Ist low net, 36 
me 3 play, Sparklet Bottle ‘with one dozen 
chargers; The Feed Bag, Milwaukee, Wis. 

A. L. Buxton, Covington, Ky., 4th low gross, 
Friday play, Pullman case: Feedstuffs, Minne- 
apolis, Minn. 

L. M. Brown, Harrison, N. J., 4th low gross, 
Thursday play, Parker pen and pencil set; 
& Cotton Mills, New Orleans, La. 

Riford, Cayuga, N. Y., Suits’ par, blind 
ey Friday play, traveling case; Gulf Crush- 
ing Co., New Orleans, La. 

Sarl Schinke, Chicago Heights, low 

ee Thursday play, traveling bag; B. F. Gump 

Chicago, Ill 

B. Evans, Decatur, Ill., 3rd low gross, Fri- 
day play, Parker desk set; "Humphreys- Godwin 
Co., Memphis, Tenn. 

H. W. Clements, Chicago, fll., 


I Ist low net, 
Friday 


lay, set of silver cocktail cups; The Ken- 
tucky Chemical Mfg. Co., Covington, Ky. 

G. G. Keith, Nashville, Tenn., 5th low net, 
Thursday play, men’s dresser set. C. F. Kieser, 
Kraft-Phenix Cheese Corp., Chicago, IIl. 
+ Geo. S. Chesbro, Chicago, Ill., average 
overnight bag: Lamar Alfalfa Milling Co., 

‘olo. 

D. W. McMillen, Chicago, Ill., 3rd low net, 
Thursday play, electric waffle iron; L. B. Lovitt 
& Co., Tenn. 

J. H. Murphy, Burlington, Wis., 2nd low net, 
Friday play, sterling silver bread tray; Manard 
Blackstrap Co., New Orleans, La. 

Cc. Geagley, Lansing, Mich., lst low 
Friday play, traveling bag, Marden- Wild 


layer, 
amar, 


‘oss, 
OTP.» 


Boston, Mass. 

G. M. Partee, Jr., Cairo, IIl., 
Friday play, golf bag; 

o., Harrison, 

pis J. Ferguson, Chicago, Tll., low gross either 
9 holes, either i play, Spaulding leather 
ool bag; Oyster Shell Products Corp., New 


W. E. Williams, Jr., Chicago Heights, Ill., lst 
low gross, Thursday play, golf bag; O. W. Ran- 
dolph Co., Toledo, Ohio. 


2nd low gross, 
National Oil Products 


Paul Ullman, Buffalo, N. Y., 2nd low net, 36 
holes play, electric clock: Riverdale Products 
Chicago, Ill 

C. Greutker, Buffalo, N. Y., 5th low net, 
Friday play, Waltham 8- -day desk clock; C. U. 
Snyder & Co., Chicago, Ill 

E. P. MacNicol, Memphis, Tenn., most pars, 
Thursday play, solid = knife and watch chain; 
a Waldron & Co., Muncy, Pa. 

Eshelman, Jr., Lancaster, Pa., 5th tow 

Toss, Wrriday play, set of matched wooden clubs; 

— Feed & Grain Co., Buffalo, N. Y. 

c. Moulton, Chicago, Ill., high gross, Fri- 
day Eo, solid gold stud set; "Traders Feed & 
Grain Co., Buffalo, N. Y. 

E. Rich, Keokuk, Iowa, most birdies, 
Thursday play, seal bill fold set; Ward Dry 
Milk Co., St. Paul, Minn. 

ae Pease, Memphis, Tenn., low gross, player 
over 60 years of age, 36 holes play, matched set 

e e ll 

Vitality Mulls, 

Illinois Feed 

ITALITY MILLS, Chi- 

cago, has purchased the brands, 

formulae, sacks and goodwill of 
the Illinois Feed & Grain Co., Inc., 
Bloomington, Ill. This marks the third 
expansion movement of the firm within 
the past year. Vitality acquired the feed 
department of the Ladish Milling Co., 
Milwaukee, last September, and _ this 
spring took over the feed business of 
the J. J. Badenoch Co., Chicago. 

Production of “Homestead” and “Iili- 
nois” brand feeds manufactured by the 
Illinois Feed & Grain Co., since 1920, 
will be continued by the new manage- 
ment, and the dealer protection policy 
covering these brands will be strictly 
maintained, H. S. Austrian, president, 
Vitality Mills, announces. 

“Our business has held up remarkably 
well in spite of conditions,” said Mr. 
Austrian, in a statement to the trade. 
“Constant culling has enabled many 
feeders to obtain sufficient production 
to show a profit instead of a loss and 
I am confident in the belief that dairy- 
men, poultrymen, hog and stock feeders 
who follow their pursuits intelligently 
and measure their feed costs by results 
obtained will be well repaid for their 
efforts. The commercial mixed feed in- 
dustry is a sound institution. Its steady 
progress over a long period of years 
proves its soundness. The dealer who 
serves his customers faithfully and en- 
ergeticaily, and the feed manufacturer 
who supplies his trade with balanced 
rations that will produce uniform and 
dependable results, will enjoy a fairly 
quick return to normalcy.” 

Preparations are now under way at 
the offices of Vitality Mills for the 
launching of an extensive advertising 
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wooden golf clubs; Werthan Bag Corp., Nash- 
ville, Tenn. 


Ladies Bridge Party Prizes 


Mrs. Cameron Levee®. New York, N. Y., 
book ends; Mrs. J. E —oe Cedar Rapids, Ia., 
make-up box; Mrs. teene, Urbana, Ohio, 
umbrella; Mrs. S. W. Edwards, Chicago, Ill., 
ladies’ leather purse; Mrs. Jay Chapin, Chicago, 
Ill., fancy purse; Mrs. R. D. —_ Lancaster, 
Pa., ball crystal necklace; Mrs. L. Buxton, 
Covington, Ky., mushroom crystal The 
above prizes were donated by the American Feed 
Manufacturers Association. 

Mrs. Wright Youtsey, Cincinnati, Ohio, pow- 
der box and ash tray combination; Mrs. Dan 
Davis, Harrison, N. s., make-up box; Mrs. J. E. 
Nelson, Chicago, Ill., atomizer set; Mrs. Max 
Nowak, Chicago, IIl., pair rhinestone clips. Prizes 
donated by the Holly Alfalfa Products Co., 
Holly, Colo. 

Mrs. R. M. Field, Peoria, Ill., pewter water 
pitcher furnished by . Spencer Kellogg & Sons 
Sales Corp., Buffalo, N.Y. 

Mts. R. T. Beatty, Minneapolis, Minn., ster- 
ling silver tray given by Oyster Shell Products 
Corp., New York, N. 

Mts. J. M. Adam, St. Louis, Mo., compact and 
lip stick donated by Ward Dry Milk Co.,. St. 
Paul, Minn. 


OSCAR C. OPSAL has resigned as 
manager of the Great Lakes Feedstuffs 
Co., Chicago, with which he became as- 
sociated several months ago. His plans 
for the future are indefinite. 


Inc. Purchases 
& Grain Co. 


campaign to assist the dealer in market- 
ing feeds. 

“Too many business heads are willing 
to spend money advertising their pro- 
ducts when business is good and profits 
are high, but clamp the lid down on the 
cash box when sales are hard to get,” 
explains Everett Roquemore, sales pro- 
motion and advertising manager of the 
company. “There is no question in my 
mind that far-sighted poultry raisers 
will be wearing a broad smile next win- 
ter. On the other hand there will be 
those flock owners who are neglecting 
their pullets by letting them shift for 
themselves. Thousands of these stunt- 
ed, under-developed birds will become 
late layers instead of early producers 
that make big profits. 

“During the next few months thous- 
ands of dairy cows will be permitted 
to fall off in flesh because they are 
forced to rely on straight pasturage in- 
stead of receiving a good supplemental 
grain ration on the side. And the sad 
part of it all is that when the feeder’s 
cows and chickens fail to respond quick- 
ly when put on a balanced ration, nine 
times out of ten the feed is blamed. 
So you see there is plenty of need for 
educational work through the medium 
of advertising.” 

Two new representatives have been 
added to the Vitality Mills sales force. 
Frank L. Eckert, Madison, Ind., will 
cover the southern half of his state. 
He has had 24 years experience in the 
feed business and is thoroughly familiar 
with the consumers’ as well as the deal- 
ers’ problems. Andrew Frank, former 
sales representative of the Illinois Feed 
& Grain Co., is now on the Vitality 
sales staff. 
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Ohio Dealers Endorse 
Merchandising Plan 


(Continued from Page Eleven) 


Cleveland, urged the dealers to endorse 
the plan of selling feed on uniform con- 
tracts, eliminating long term bookings 
and guarantee against price decline, as 
sponsored by the National Feed Mer- 
chandising council, of which Mr. Con- 
key is regional chairman. He pointed 
out the benefits for all members of the 
industry which would result from the 
universal application of the plan. 

A resolution endorsing the movement 
was later adopted by the association. 
It follows: 

WHEREAS long term feed bookings 


and the practice of guaranteeing prices 
against decline in the past has been 
tried and found wanting by the feed 
industry as a whole, affecting adversely 
the interests alike of feed manufactur- 
ers, feed distributors, and feed consum- 
ers, and 

WHEREAS the past year has wit- 
nessed the approval and adoption by 
representative branches of the entire in- 
dustry, of principles eliminating these 
evils, and the successful operation and 
beneficial effects of these principles to 
all concerned. 

NOW THEREFORE BE IT kE- 
SOLVED—that the Ohio Grain, Mill 
& Feed Dealers association in conven- 
tion assembled at Cleveland, Ohio, June 
18, 1931, places itself on record as ap- 
proving these principles in apposition to 


Est. 1885 


The Gruendler Combination with hopper 
and forced feed table does the entire job. 
Whether you wish to grind free flowing 
grains or any kind of roughage, this combination is all you need. 
structed in such a way that either unit can be run separately and is so 
sturdily built that it will give an ordinary lifetime of service. 
not now, you soon will be making sweet feeds. 
you will need for your preliminary grinding and mixing. You no longer 
need two or more grinders, this combination does it all. 


The greatest development in a feed grinder to meet all requirements. 


Write for illustrated literature 


Gruendler Crusher & Pulverizer Co. 
ST. LOUIS, MISSOURI 


Have One 
Machine 
Do It 
All 


Con- 


If you are 
This is just the grinder 


Dept. C 


long term feed bookings and _ price 
guarantees against decline, and pledges 
its cooperation with the National Feed 
Merchandising council who sponsored 
the working plan under these principles, 
and with other regional or national as- 
sociations adopting similar principles. 

The series of morning addresses was 
concluded by Robert Oswald, James B. 
Oswald Co., Cleveland, who discussed 
draft bond indemnity. Reports of vari- 
ous committees and the election of of- 
ficers ended the session. 

Ladies attending the convention were 
entertained with a bus tour of the city, 
and joined their husbands for the an- 
nual banquet. 


JOHN FROTHMAN, Grandview, 
Ind., has purchased a building and has 
remodeled it into a feed mill. 


R. C. RAY, Warren, Ohio, has leased 
the mill formerly operated by M. N. 
Collins, Burton Station, Ohio, and has 
changed its name to the Pioneer Mill. 


ERNEST KIESER WEDS 

Ernest E. Kieser, sales manager, Kas- 
co Mills, Inc., Toledo, Ohio, was absent 
from the annual convention of the Ohio 
Grain, Mill and Feed Dealers associa- 
tion recently held at Cleveland for a 
good reason. He was on a honeymoon 
tour of the East following his marriage 
which took place June 13. The lucky 
bride was Miss Eunice Mitchell, Tole- 
do. 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS | 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 


HIAMOND> 


Pecos Valley Alfalfa Mill @ 


Hagerman,N.M. 


Alfalfa Meal of Quality 
Always Available 


Write or Wire 
For Current Prices 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, N. M. 
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Should Dealer Retail 
Or Manufacture? 


(Continued from Page Thirty-one) 

one will have all the advantages which 
any local mixer could have by reason 
of his location and close personal con- 
tact with the business in the local com- 
munity. On the other hand, by stick- 
ing strictly to retail merchandising the 
deaier will eliminate ali of the disad- 
vantages enumerated in local manufac- 
facturing. 

The feed manufacturer should concen- 
trate on production problems and the 
retail dealer should concentrate on mer- 
chandising problems. We believe the 
combination of an efficient transit mixer 
concentrating on all the natural ad- 
vantages of his producing business, and 
working with an efficient retail dealer 
who is concentrating on his local mer- 
chandising business, will be the winning 
trend to come in the feed industry. A 
retailer is getting on the wrong track 
when he starts to assume the burdens 
of local manufacturing under such heavy 
handicaps, and personally, I also be- 
lieve a large manufacturer is starting 
on the wrong track by trying to break 
into retail distribution through his 
own stores. The combination, however, 
of the two of them successfully solving 
their respective problems, and working 
together in cooperation will render to 
the feed consumer the most efficient 
and economical feeds and service and 
this trend in the feed industry, I be- 
lieve, is bound to be most successful. 


Monroe Roller Mills Cuts 
Bad Account Losses 


(Continued from Page Thirteen) 
lower during 1930 because of the erratic 
market, but nevertheless, the firm made 
money. 

During the past year, Mr. Evenson 
has heard the same old story dozens of 
times a day. 

“We don’t get anything for our milk, 
and we can’t afford to buy feed,” the 
farmers complain. 

Mr. Evenson sheds a few tears with 
them. He agrees that milk prices are 
sinfully low. Then he points out the 
need of producing each pound of milk 
at the lowest possible cost. And he 
shows them how his feed will do it. 

Offices and warehouse reflect careful 
and systematic business management. 
The feeds are stacked in neat columns, 
and loading platforms are easily acces- 
sible and elevated for convenient load- 
ing. Mr. Evenson has a private office 
where he can discuss problems with his 
customers. The outer office is neat, 
orderly, and businesslike. 

In addition to the flour milling ma- 
chinery, the firm operates a feed grind- 
er and mixer. Electric power is used. 

“It is important to sell your feeds,” 
said Mr. Evenson, as he hurried away 
to wait on a customer, “but you must 
get your money for them. You can’t 
develop a business with book accounts 
hanging like a stone about your neck.” 


POULTRY 
HOG 


WAVERLY, N.Y. 


WRITE FOR QUOTATIONS 


KASCO INC: 


TOLEDO,O. 


your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 


BUFFALO, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. Feed 

ENRY LICHTIG & CO., Kansas Milo and Kaffir 
FAIRMONT CREAMERY ’CO., Om Dried Buttermilk 
JOHN CRAIG & COMPANY, Philadelphta, Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 


MIDDLETOWN, N. Y. 


Cane 


FOR FEED MIXING 


TANK CARS—BARRELS 


olasses 


Excellent Quality and Service 


NATIONAL MOLASSES 
CORPORATION 


P. O. Station E 


PHILADELPHIA, PA. 


Wooster Feed Mfg. Co., Wooster, Ohio, 
Since we have handlec 1 Candied C opra 
for a considerable length of time, we are 
in a position to know something of its 
merits—this knowledge we have gained 
in a practical way, directly fiom the 
feeders in our vicinity. As evidence as to 
how the feeder likes Candied Copra, will 
say that we have not, up to this time, 
started a single customer using it, who 
has discontinued its _ and our list of 
customers is still growi 
THE HAYNES MIL LING COMPANY 
S. M. Haynes 


MURN your formulas into sweet, palatable mo- 
lasses feeds with this new molasses meal. Easy 
to handle, and makes a wonderful improvement 
in your products. Especially fine for poultry 
mashes, where even texture and uniformity are of 
greatest importance. An excellent retail com- 
modity to offer your trade, that becomes popular 
with the farmers wherever it is sold. Write for 
delivered prices and full information. 


The Wooster Feed Mfg. Co. 
WOOSTER, OHIO 


THE FEED BAG—JULY, 1931 


Page Forty-one 


OF QUA Liry 
(ND sock 
STOCK 2 
| 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Department A, Chicago, Ill. 
STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


MEAT SCRAPS 


iii 


MANUFACTURED BY 
DARLING-&-COMPANY 
UNION STOCK YARDS CHICAGO, ILL. 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


——~ Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


We Solicit Your Inquiries 


ALPINE BRAND 


FEEDING OAT PRODUCTS 
CANADIAN and DOMESTIC MILLFEEDS 
SCREENINGS 


ALL KINDS GROUND AND UNGROUND 


Straight or Mixed Cars. Write, wire or phone Main 4969 for Quotations. 


J. A. FORREST Co. 


Feed Merchants 


SECURITY BLDG. SINCE 1900 MINNEAPOLIS 
“FOR BETTER SERVICE” 
Phone Phone 
GENEVA GENEVA 
7389 7389 


GRAIN MERCHANTS 
MINNEAPOLIS 
MINNESOTA 
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Milwaukee Chamber Feted 
Dealers at Banquet 


The banquet and_ entertainment 
which was a feature of the sixth an- 
nual convention of the Central Retail 
Feed association at Milwaukee, June 1 
and 2, was provided by members of 
the Milwaukee Chamber of Commerce. 
The following firms cooperated in mak- 
ing the event a success: 

W. M. Beli Co., Cargill Grain Co., 
Corcoran Brothers, Courteen Seed Co., 
Deutsch & Sickert Co., Donahue Strat- 
ton Co., Franke Grain Co., Fraser 
Smith Co., Froedtert Grain & Malting 
Co., Wm. O. Goodrich Co., Hales Mill- 
ing Co. Carl A. Houlton, Jackson 
Brothers, Boesel & Co., Johnstone-Tem- 
pleton Co., P. C. Kamm Co., E. J. Kop- 
pelkam Co., Leonard J. Keefe, Chas. A. 
Krause Milling Co., The Kurth Malt- 
ing Co., LaBudde Feed & Grain Co., 
Ladish Stoppenbach Co., J. V. Lauer 
& Co., Milwaukee Western Malt Co., 
Mohr-Holstein Commission Co., Owen 
& Brother, Pabst Corp., F. J. Phelan, 
Pittsburgh Plate Glass Co., Radtke 
Bros. & Kortsch Co., M. G. Rankin 
& Co., The Riebs Co., Jos. Schlitz 
Beverage Co., Smith Milling Co., C. 
J. Stenbrecker, L. Teweles Seed Co., 
and D. D. Weschler & Sons. 


W. M. NOTT, Clinton, Wis., has 
sold the building and equipment of the 
Clinton Produce Co. to Wm. Aufder- 
haar. 


ICOLLET 
HOTEL 


“At the Gateway” 


of 
Minneapolis 


NICOLLET - WASHINGTON 
HENNEPIN AVENUES 


= 
First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 
Excellent Food 


Courteous Service 
Central Location 


Ww. B. CLARK, MANAGER 
Home of W CC O Stadios 


| DARLINGS 
FOR POULTRY 
CRUDE FIBRE MAX. 20% 
| 
Tx 
| \ 
| 
| | 
HIAWATHA GRAIN COMPANY | | 
| 
You SizeP 
COMFORT 


Ghe 


Franke Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


IF IN NEED 
of 


Dried Skimmilk 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 
Car Lots Ton Lots 


«» 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 
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A TRADE MARK of Distinction 
Representing the Finest Quality 
Line of POULTRY—DAIRY—HORSE 
RABBIT and STOCK FEEDS. 


Results Determine the Value of Flory Feeds 
Manufactured by 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PA. 


Doughboy 
Chiek 
Starter 


for 
Faster 
Growth 


OUR poultrymen will appreciate the 

the results they obtain from Dough- 
boy Chick Starter Mash. Yeast foam 
in Doughboy Starter Mash lowers the 
mortality and increases the growth of 
the chicks. It promotes healthy flocks 
and keeps poultrymen satisfied so that 
they become good customers for Dough- 
boy Laying Mash. Are you handling 
Doughboy feeds? 


‘Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 
Alfelfe- Cover: Timothy and Clover Mixed- 
Prairie Hay. Delivered prices quoted. JOHN 
EVLIN HAY CO., 192 North Clark street, 
Chicago, Ill. 


ELECTRIC MOTORS FOR SALE 


Hundreds of ‘‘Rockford Rebuilt’’ machines, all 
makes, types and sizes available for immediate 
shipment. All thoroughly overhauled and recon- 
ditioned, fully covered by our “One Year Guar- 
antee’’ against electrical or mechanica! defects. 
Send for complete stock list. 

ULLETIN No. 38. 

Sixty illustrated pages of motors, penteen, 
transformers, etc., mailed free on reque 

ROCKFORD POWER MACHINERY co. 

616-618 Sixth Street, Rockford, Ill. 


ADDRESSOGRAPH FOR SALE 


We have installed new Speedaumat addressing 
equipment in our office and have a hand operated 
Addressograph, cabinet for Addressograph plates 
and approximately 5,000 plate frames for sale. 
This equipment would be just right for some 
larger feed dealer or a feed distributor to use for 
his direct mail advertising. We will sell this 
equipment at an attractive price and could make 
arrangements to be buyer’s list on plates so 
equipment owe all ready to use. If interest- 
ed, write THE FEED BAG, 210 East Michigan 
street, Wis. 


DEISHER BROTHERS, Bradford, 
Ill., have moved their flour and feed 
store to another location in that city. 


D. D. SLOCUM, Madison, Wis., 
opened the Highland Park Feed Store, 
2608 University avenue, June 13. He 
will handle a complete line of flour, 
feeds and seeds. 


Announcing a 
Special Arrangement 


Meat Scraps 


Quantity Discounts 
Price Guarantee 


Truck Loads or Car Loads 
So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 
Telephone Main 3307 Collect 


MILLARD P. RYLEY passed away 
June 21 at his home in Eggertsville, a 
suburb of Buffalo, following an illness 
of only a few days’ duration. Mr. Ryley 
moved to Buffalo about 30 years ago 
after operating a feed business in Scran- 
ton, Pa. His first property at Buffalo, 
known as the Lackawanna Milling & 
Elevator Co., was destroyed by fire in 
1910. Later he built and for many 
years operated the Globe elevator, in 
which his extensive grain and feed in- 
terests were centered. 


C. M. DICKINSON, | Stillwater, 
Minn., has purchased the flour, grain 
and feed store of Julius J. Dahne. 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, ILLINOIS 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF-. 


Mother’s Best Flour 


Swedish Type 


POULTRY OATS 
Toledo Official Grades and Weights 
BULK OR SACKED 


J. F. ZAHM & CO. 


TOLEDO, OHIO SINCE 1879 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. - 


anity Fair, 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 C E e 
MINNEAPOLIS, MINN 
“Stand by 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


M.G. RANKIN & Co. 


GRAIN 


Chamber of Commerce 
MILWAUKEE, WIS. 


GROUND Oat GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 
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& The Standard of Quality J 


‘PECO' PEAT Most 


Stable Beda Litter- 
PECO SALES SERVICE CO. 32 BeaorStNewYork 
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usiness 
expands with 
Printed messages 
They are profitable 
ADTKE ORTSCH 
BROS. CO. 


1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


522 MILWAUKEE STREET 


Brospwar 1076 WISCONSIN 


= i 


W. A. MANEY, Maney Brothers 
Mill & Elevator Co., Minneapolis, re- 
ports that his firm has been appointed 
wholesale distributor of Morris brand 
meat scraps, tankage and bone meal. 
The products are offered to dealers in 
straight or mixed cars and truck loads. 
Dealers who buy truck loads may pick 
up Morris products at the Maney plant 
in Minneapolis or the Armour & Co. 
plant in South St. Paul. A booklet des- 
cribing Morris products may be ob- 
tained by writing Maney Brothers Mill 
& Elevator Co. 


G. A. BRISBIN, Willow River, 
Minn., has purchased the flour, feed and 
seed business of the J. R. Beggs Co. 


MARK REGISTEREO 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 


INCREASE THE 


MILK YIELD 
BY FEEDING 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 
Dairy Cow and all 
other farm animals. 


WRITE 


Jos. Schlitz Beverage Co. 


“We'll be 
seein’ you!” 
at the great 


OUISVILLE 
BABY CHICK 


Convention 


Aug. 3 to 7 
Booth 51 


MARDEN’S 
CERTIFIED 


MARDEN-WILD CORP. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, III. 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 
506 Chamber of C ce 


Milwaukee 


Wisconsin 


Milwaukee, Wisconsin || | Dept G- Milwaukee, Wis. 
F. J. PHELAN CO. 
418 Chamber of Commerce 
MILWAUKEE, 
wIs. 
Dependable 
“Grain Futures” Western 
Special Attention to Hedges Alfalfa Meal 
for 
Dairy and 


Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
§t. Louis, Mo. 


hae nore of its healthful 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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ssociated Feed Dealers 


Of America, Inc. 


332 S. LaSalle St. » » » Chicago, Ill. 


HE Associated Feed Dealers of America, Inc., 

is the first co-operative buying organization 
to plan, primarily, the upbuilding of the Inde- 
pendent Feed Dealer—its local representative— 
with the idea of making his connection as profit- 
able as possible to him. For the Directors 
realize that the success of the organization is 
directly measured by the success of its members. 


Gentlemen: 


Without obligation, kindly send complete in- 
formation regarding what the Associated Feed 
Dealers of America, Inc., is doing for its 
members—in the way of buying, advertising, 
and merchandising. 


Name of Firm 
Post Office 


Town 


Announcing 


new 


FEED DEPARTMENT 


Our friends and customers will be glad 
to know we have opened a new feed job- 
bing department, in connection with our 
grain business at Milwaukee, under the 
management of Mr. William Moll. Now, 
when in the market for both 


Feed and Grain 


we will appreciate an opportunity to serve 
you. We operate our own grain elevators 
at Milwaukee and our feed department 
will handle a full line of feeding materials 
including bran, middlings, linseed meal 
and cottonseed meal. 


THE RIEBS CO. 


Mitchell Building Phone Daly 0366 


MILWAUKEE 


EUREKAS 


In the new G.L. F. mill 


is to be seen the biggest battery of corn cutters in existence. 


420 TO 480 TONS DAILY CAPACITY 


EUREKAS 


“‘There’s a reason.” The G.L. F. organization seeks the best and buys the best. 
You should become acquainted with Eureka Corn Cutters. Ask for our FB 122 bulletin. 


S. Howes Co., Inc. 


Silver Creek, N. Y. 
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The Home of Better Built Bags 


aaERTHAN Better Built Bags are manufactured of selected 
S| materials, uniformly cut, carefully sewed and attractively 
4) printed. They cost no more than ordinary bags because 
Wedhan controls the manufacture and sale from purchase of the 
raw materials to delivery at the feed plant. We are located in 
the South where we select the best cotton for our own mills, 
make our own sheeting and operate a bleaching plant. We im- 
port our own burlap and make our own burlap bags at the port 
of arrival— New Orleans. 


Complete Werthan Service includes the creation and design of 
sales promoting brands for use of feed manufacturer customers. 
Personal attention given all customers—no order too large or too 
small. The Werthan factory at Nashville is the country’s largest 
plant devoted to the production of bags. - 


WERTHAN BAG CORPORATION 


IMPORTERS and MANUFACTURERS 
NASHVILLE, TENN. NEW ORLEANS, LA. 
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And Again 
Establishes a New Record in Wisconsin 


Deliveries for the first ‘six. months of 1931 
were larger than during any like period 
in the mill’s history. The popularity of 
King Midas flour is growing steadily from 
day to day—a tribute to the fact that King 
Midas quality always pleases the consumer 
and King Midas policy protects the dealer. 


We want to thank all our friends; both old 


and new, for the co-operation which has 


made this new record possible. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINN. 


Over 1,000,000 Barrels Yearly Production 


